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WORK 


The world has gone to work. The company or individual 
who adjusts himself to this idea is going to come out on 
top. The end of the War brought many grave problems 
of reconstruction and adjustment. Wild theories and 
idealistic solutions were proposed to cure the world of 
all its ills. Each was laid aside, and the world simply 
went to work. With the passage of time many of these 
seemingly impossible problems have worked themselves 





out. 


Now that most of these problems are out of the way, 

we are entering upon a period of increasing prosperity. 

The workers—the doers—are alone responsible. The 

Central Life and its agents have not been idle. We are 

ve justly proud of our record of progress and by dint of : 

an eigen Ave continued hard work we know we can make even a 

Cileage better one. We are thankful at this time for our many 

Agency Openings in satisfied clients, and our splendid agents who have sold 
satisfaction to these clients. 
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South Dakota 


Texas To the Workers Go the Rewards 
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The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 
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= by Hundreds Of 
\ \\tiowsands During January 


Thre are four more 
links 1n.the chain of 
good will that the 
ALETNA 

AFFILIATED COMPANIES 
are forging to bind the 
public, the agent and 
the companies closer 
together 
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Pus to he an 
METNA-IZER/ 


ETNA LIFE INSURANCE COMPANY 


and affiliated companies 


TNA CASUALTY and SURETY CO. AUTOMOBILE INSURANCE CO, 
of Hartford, Connecticut 
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SLIGHT FALLING OFF 
IN NOVEMBER SALES 





Life Insurance Paid for Was 1 Per- 
cent Less Than Same Month 
Last Year 


YEAR WILL SHOW A GAIN 


Despite Slowing Up in Some Sections, 
1924 Will be the Banner Year 
For Business 


HARTFORD, CONN., Dec. 23.— 
Sales of ordinary life insurance in the 
United States for November are $545.,- 
152,000 or 1 percent lower than in 
November of last year, according 
figures just issued by the Life Insurance 
Sales Research Bureau of Hartford. In 
spite of the slight decrease, a further 
analysis of the situation seems to bear 
out the forecast month—that 
1924 will be the biggest insurance year 
in the history of life insurance. 


to 


of last 


Increases Are Shown 


Of the nine geographical sections into 
which the country is divided, the west 
south central group shows the greatest 
increase, 9 per cent. The New England, 
Middle Atlantic, west south central and 
Pacific states also show increases for 
November, 1924, as compared to Novem- 
ber, 1923. The east north central, west 
north central, south Atlantic, east south 
central and mountain reflect the de- 
crease shown in the United States total. 
The Bureau’s survey is based on the 
reports of 81 companies, which do 88 
percent of the life insurance business in 


the United States. 
For the first eleven months of 1924, 
sales for the United States as a whole 


are 6 percent in advance of those for 
the same period of last year. The Mid- 
dle Atlantic and Pacific states lead with 
an increase of 12 and 10 percent, re- 
spectively. The east south central states 


are the only ones showing a decrease 
for this period, while the west north 
central maintains a record identical to 


that of last vear 
Philadelphia in Lead 


For the 12 months ended Nov. 30, 
1924. the gain for the United States 
as a whole is 7 percent over the similar 
period of a year earlier. In this com- 
parison, the east south central is the 
only group which shows a _ decrease 
The Middle Atlantic and Pacific states 
increased their sales 11 percent, the 
Pacific 10 percent, the east north central 
and mountain 6 percent, the west south 
central and New England 5 percent, the 


south Atlantic 2 percent and the west 
north central 1 percent. 

Philadelphia leads the large cities 
with an increase of 13 percent § for 
November, 1924, as compared with 
November, 1923 For the first 11 
months of 1924, Detroit leads with an 


increase of 12 percent. 
Approximately $1,375,000 of insurance 


was sold in Canada each day during | 
November, according to figures just 


SURVEY OF CLEVELAND 


INVESTMENTS IN THE CITY 





Life Underwriters Association Finds 
Amount Held By the Legal Re- 
serve Companies in City 


CLEVELAND, O., Dec. 24.—The 
Cleveland Life Underwriters Associa- 
tion recently made a survey of the in- 


vestments made by legal reserve com- 
panies in Cleveland. Of the companies 
replying to the questionnaire 31 reported 
a total in excess of $59,000,000, of which 
approximately $16,500,000 had been in- 
vested this year. This does not include 
railroad bonds on lines running through 
Cleveland or loans on policies, amount- 
ing to many millions more. 

These real estate mortgages, alone, 
are $5,000,000 more than the total capi- 
tal stock of all Cleveland banks com- 
bined, and have been a big factor in fur- 
nishing funds for the fifth city’s growth 
and development. 

A careful estimate, based upon the 
known production of the larger agencies, 
places the amount of life business writ- 


ten by the Cleveland agencies during 
1924 at $190,000,000. In an article in 
one of the Cleveland annual reviews 
Harold Pearce, president of Cleveland 
Life Underwriters, made the statement 


that the reason America has outstripped 
the rest of the world combined in the 
amount of life insurance in force is be- 
cause every normal American wants to 
get ahead in the world, and he prefers 
to do by his own initiative and ef- 
fort Because of this attitude of self- 
help and the fact that our form of gov- 
ernment opens the doors of opportunity 
to all, America has outstripped all other 


so 


nations in the increasing participation 
of more and more people in the good 
things of life 

published by the Bureau rhe actual 
volume ot sales, based on the reports 
of companies doing 83 percent of the 
Canadian business, is $34,357,000, an in 


crease of 1 percent over November of 
last year. Of the provinces, New Bruns- 


wick shows the greatest gain, 29 per 
cent, and British Columbia came next 
with a 22 percent gain For the first 
11 months of 1924, the gain for Canada 
as a whole is 8 percent Ontario and 
Quebec show the greatest gains, 11 per 
cent each For the 12 months ended 
Nov. 30, 1924, as compared to the pre 
ceding 12 months the gain for Canada 
as a whole is 8 percent New Bruns 
wick leads the provinces with a gain of 
19 percent Prince Edward Island and 
Saskatchewan show decreases for this 
period as compared to last vear Of 
the cities, Quebec shows the greatest 
gain over last vear both for the month 
of November and for the 11 month; 
ended Novy. 30 The other large cities 


all show gains for the 11 months of 1924 


compared to 1929 


Fidelity Nears Goal 


Mutual Life reports it 
ot $50,000,000 paid-for 


The Fidelity 
is near its goal 
business in 1924 


ny’s general agencies surpassed their 
annual quota in the first nine months 
of this vear, Altoona, Pa., leading with 


196.5 percent 


Eight of the compa- | 


NEW KANSAS COMPANY 


AMERICAN LIFE IS ORGANIZED 
Several of the Incorporators Are Well 
Known in Life Insurance Circles 
of the State 
KANSAS CITY, KAN., Dec. 23.—The 
American Life of Kansas City, Kan., 
has applied to the Kansas charter board 


for incorporation as an old line stock 
life insurance company with $125,000 
capital The plans ot the promoters 
at first contemplated the organization 


of the company on a stock with policy 
basis but the insurance department ad 


vised that it would not authorize the 
company to begin business in such 
manner so long as the suit involving 


this plan of organization is pending in 
the supreme court 

Several of the incorporators of the 
new company are well known in the lite 
insurance business in this state They 
are active officers and attorneys of the 
Central States Life Fort Scott, one 
of the most successful and best managed 
life companies in the state. W. J 
Tiernan, J. T. Mayall and Douglas 
Hudson are all active in the Central 
States and appear incorporators of 
the American. The other incorporators 
are E. W. Spicer, of Kansas City., Kan., 


ot 


as 


former president of the American 
Bankers Life of Chicago, and J. D 
Platt, also of Kansas Citv Kan 


John Hancock Promotions 


The John Hancock Mutual Life has 
announced several promotions in the 
agency department of the home office 
John P. J. Kidney has been appointed 


supervisor of agencies. Mr. Kidney has 
had long experience in agency affairs 
and is well known in the John Hancock 


agency field. Harry J. Koops has also 
been appointed supervisor of 
Mr. Koops has been with the agencies 
in the west, starting with the company 
in 1899 at St. Louis. Since 1908 he has 
been an active home office representa- 
tive covering the district. Ed 
win M. Winslow has appointed 
field supervisor with jurisdiction over 
the New England regional territory, to 
hll the vacancy caused by the transfer 
of Mr. Frost to the Concord agency 
superintendent. W. H. Bland has 
been advanced to the position of 
supervisor, in charge of western 
Mr. Bland is well known to 
held accountant 


agencies 


western 


been 


as 
als« 
field 
terri 
tory the 


field as 


Searle on the Road 


William A. Searle, recently appointed 
traveling assistant the president of 
the National Association of Life Under- 
writers, left Philadelphia last Thursday 
to two of the national trustees, Ed- 

\. Woods in Pittsburgh, Pa., and 
E. B. Hamlin in Cleveland, O., and also 
t» speak at the annual meeting of the 
Cleveland Association 

At the same time President Clegg an 
nounced that on account of the appoint- 


to 


see 
ward 


ment of Mr. Searle he himself would 
make very few speaking engagements 
which require travel, but would devote 


himself to National Association work in 
his office. in addition to work 
the Penn Mutual Life 


his own 


tor 


U. S. COMPANIES NOW 
IN NON-MEDICAL FIELD 


Three Home Offices Announce 
Definite Plan for Writing 
Without Examinations 


ARE PIONEERS 
Phoenix Mutual, Franklin Life and Con- 
necticut Mutual First in This 
Country With Full Plan 


IN MOVE 


of the issuance of non 
medical life by three home 
offices last week marked the first definite 
steps toward the adoption of this plan of 
underwriting American companies 
Several companies have adopted certain 
phases of the non-medical scheme in the 
these three companies, the 
Phoenix Mutual Life, the Connecticut 
Mutual Life and the Franklin Life, are 
the first definitely 


the nonmedical field, with no qualifica- 
tions as to eligibility under this form. 
The subject has long been under con- 


Announcement 


insurance 


by 


but 


past 


companies to enter 


sideration by American actuaries and 
the experience in Canada, where this 
class of business has been written ex- 


tensively since 1921, has been thoroughly 
studied These three companies are 
pioneers in the move, but others in the 


feld and those connected with these 
companies themeslves, feel that it is but 
the first step toward the general adop 


tion of the scheme in this country 


Hapid Dev clepment 


Che move toward non-medical life in 
or the issuance of life insurance 
without the regular medical ex 
been considered by 
The actual de 

practice has 


surance 
pohcies 
amination, has long 
the American companies 

velopment of the idea in 


been very rapid, however. Several otf 
the companies, notably the Travelers and 
the Connecticut General, have for some- 


time issued policies to old policyholders, 
two years, up to a limit 
during “policyholders’ 
month.” This has given these com 
panies a sample from which to judge the 
ilthough very limited 


examined withi 
f< 210.000 


class of business 


The first definite step toward the adop 
tion of a non-medical plan of any kind 
in this country was taken by the Pru- 
dential in the early part of September 
of this vear Che Prudential announced 
that it would accept applications on 
male lives at age 35 or under tor en 
dowment insurance at $2,000 or less 


This of course, limited the insurance to 


endowment terms, not exceeding 20 
years, and gave a small age range. Fol 
lowing immediately upon this was the 
announcement by the Federal Unior 
Life of Cincinnati that it would issue 
certain forms of insurance on school 


teachers without medical examination 
This also gave a very restricted field 
for this class of insurance. Sept. 15 the 
Aetna Life announced that it would ac- 
cept without medical examination all ap- 
plicants for insurance to whom insur 
has been issued not over three 
previous, up to the amount 


ance 


years o! 
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$10,000. This was similar to the plan 
which had been in operation by the 
Travelers and Connecticut General, but 
it was not confined to “policyholders’ 
month.” 

Three Pioneers in Field 


Now comes the announcement by the 
Franklin Life, the Phoenix Mutual Life 
and the Connecticut Mutual Life of the 
issuance of insurance on all forms ex- 
cept term, up to a limit of $2,000, on 
standard risks, without medical exam- 
ination. Taking into consideration the 
five companies which had already been 
issuing non-medical insurance in some 
form or other, this makes eight Amer- 
ican companies now writing non-med- 
ical insurance in addition to the large 
number of Canadian and British com- 
panies issuing it in various amounts. 


Originated in England 


The 


water. It is 


practice is not new across the 
one of the developments 
of British life insurance. Both in 
Great Britain and Sweden companies 
are writing this class of business ex- 
tensively. In England the business was 


first undertaken, as in this country, 
with many restrictions. The Sun of 
London is believed to be the first to 


enter this field, beginning shortly after 
1900 with a policy giving graded death 
benefits and with amounts greatly lim- 
ited. The restrictions were gradually 
liberalized until after 20 years of expe- 
rience the Sun waived all restrictions 
and now issues the insurance at ex- 
actly the same terms as granted the pol- 
icies with medical examination, in any 
amount from $125 to $75,000. A num- 
ber of other companies are now issuing 
liie insurance on this basis, though they 
ere largely in the earlier stages of the 
experience, with many restrictions on 
the business One of the companies in 
Scotland is writing non-medical busi- 
ness with all restrictions to be removed 
except the limitation of $5,000 on any 
life and the age limit of 50, which is 
commonly held all companies 


A Swedish company adopted the 


practice after it had been worked out in 
England and in Sweden the experience 
has proven satisfactory so that policies 


to a limit of 
without medi- 


issued extensively 
under age 50, 





a now 
#2.500 and 


cal examination 
Canadian Growth Rapid 
The business was first introduced in 


Canada in 1921, five companies issuing 
business on the non-medical basis in 
that vear, though with many restric- 
tions Limits of $1,000 were generally 
dopted and age 45 was the limit set 
After watching the experience for three 
years he non-medical limit was in- 





several additional 
companies took up the practice. It has 
now been extended and liberalized in 
Canada so that practically all Canadiar 


creased to $2,000 and 


companies and British companies op- 
erating in Camada write this business 
in some form and in some cases with 
out limit other than that set on regular 
business 


Experience Was Satisfactory 


companies have found 
business generally sat- 
even more profitable 
business, although the 
not range over sufh- 
taken as a definite 
statistics for 1921- 
business with 
the exam- 
which it 


The Canadian 
the non-medica! 
isiactory, in tact, 
than the medical 
expe rience does 
time to be 

The mortality 
show non-examined 
a better mortality ratio than 
ined business. The extent to 
is being written across the border is 
also shown by the 1923 report, the Ca- 
nadian companies writing about $12.,- 
500,000 monthly without medical ex 
amination At present the companies 
have about $150,000,000 of this business 
in force. One company wrote 37 per- 
cent of its policies by number and 19 
percent by amount on the non-medical 
plan in 1921 and in 1923 increased the 
non-medical business to 67 percent by 
number and 45 percent by amount. It 


cient 
stand 


1923 


is estimated that 41 percent of all ap- 
plications in Canada*this year will be 
on this plan Canadian actuaries re- 


(CONTINUED ON PAGE 10) 





HAVE DUTY TO PUBLIC 


SOCIAL SERVICE IS STRESSED 





H. W. Hutchins, of Cincinnati, Em- 
phasizes That Side of Life In- 
surance in Indianapolis Talk 





INDIANAPOLIS, IND., Dec. 24.— 
That life insurance agents have a degree 
of direct responsibility for the unfortun- 
ate state of penniless orphans and 
widows in their communities was the 
burden of the message brought to the 
Indianapolis Association of Life Under- 
writers at its regular monthly meeting 
last week by Harry W. Hutchins, gen- 
eral agent of the National Life of 
Vermont at Cincinnati. In commenting 
on the helpful service of insurance 
papers and salesmanship bureaus he 
expressed the belief that more stress 
should be given by these educational 
sources on the life insurance agent’s 
responsibility to his community. 


Stresses Social Service 


“I have no patience,” he said, “with 
the life insurance salesman who is not 
making a good living for his family and 
laying up something for the future.” 
Life insurance is a form of social service 
second in importance to none. While 7 
percent of the present earning power of 
the United States is at present insured, 
we are told, Mr. Hutchins said that the 
obligation of the life insurance salesman 
is to see that this small percentage is 


raised to from 30 to 50 percent and 
more. 
Defining an “accessory before the 


fact” as one who knows of a contem- 
plated crime and does not attempt to 
prevent its commission, he said that he 
regarded those engaged in the profes- 
sion of selling life insurance as being 
such accessories before the fact as re- 
lated to the crime of lack of provision 
for their families on the parts of hus- 
bands and_ fathers. Until the time 
comes when men no longer die and 
leave their families unprovided for, in- 
surance agents will be open to indict- 
ment for not having prevented such 
conditions to exist. “I don’t begin to 
insure all that I should,” he said. A 
blunder, he said, is worse sometimes 
than a crime in its effects. Where an 
agent does not fit the needs of his 
client he is likewise an accessory before 
the fact in creating a bad situation for 
the family of the policyholders. 
Duty to Children and Widows 


The life underwriter is 
sible to his own children and it is up 
to him to see that they have a fair 
chance, by being so faithful to his work 
that he produces an income that will 
provide for their present and future. 
To the dirty faced, unkempt and neg- 
lected orphaned youngster of the streets 
he is also responsible, for if all the 
agents in a community performed their 
full duty there would be fewer of such 
unfortunate children. To a_ preacher 
prospect of his, Mr. Hutchins said that 
he once met his objection on the ground 
that “God would care for his children” 
by taking him to a local orphanage 
and pointing out that that “is the way 
God cares for the children that are not 
provided for properly by their parents.” 

“I put in that man’s heart the desire 
to project his spending power into the 
lives of his children,” he said. 


first respon- 


“We are responsible to the widows, 
too,” he added, and painted a_ vivid 
picture of the forlorn estate of the 


penniless widow with hope gone and a 
broken home. 
Must Fit Needs of Client 


He stressed the importance of fitting 
life insurance to the needs of the client, 
just as the successful shoe or hat sales- 
men must give their customers properly 
fitting shoes and hats if they are to 
retain trade. 

The responsibility of the life insurance 
man to his community in the form of 
public service was also brought cut and 


GRADUATE FALL CLASS 


/_TERM AT PITTSBURGH ENDS 





New Session Opens Jan. 14 at School 
Which Has Received Much 
Praise 


PITTSBURGH, PA., Dec. 23.—The 
fall class of the division of life insurance 
salesmanship of the University of Pitts- 
burgh was graduated Dec. 19, being the 
16th class held at the parent school of 
life insurance salesmanship. The stu- 
dents at this term came from every 
section of the United States which re- 
flects the national nature of the service 
of this famous school. 


Stategically Located 


Located as Pittsburgh is, in the heart 
of the world’s greatest industrial region, 
every sort of opportunity one can desire 
is given the student to solicit insurance, 

-the same sort of prospects with whom 
he must work when at home are here 


or in easy reach by trolley, from the 
rural resident to the city bred, the in- 
dustrial worker or the office man. The 


experience secured while in school is 
not confined to a type of prospects un- 
known to the student in his home 
territory. 

Not only does this afford practice but 
is profitable as well. The class just 
graduated wrote $995,000 of insurance 
during the term, a per capita average of 
23,000 which on an estimated commis- 
sion of but $17 per $1,000 would make 
the average earnings $391 per student 
during the course. Quite a number 
have earned all the direct expense of 
taking the course, some of these being 
entire strangers in the Pittsburgh terri- 
tory. 

Praised by Outsiders 

Considerable time and attention is 
devoted throughout the term to methods 
of territory study and development— 
particularly those methods which are 
indicated by the personality and en- 
vironment of the individual student, and 
for this reason the necessary diversity 
of prospect material and territorial con- 
ditions offered have operated to popular- 


ize the Pittsburgh course. A famous 
vocational trainer who recently studied 
the Pittsburgh school was much im- 


pressed with this feature and the thor- 
oughly practical atmosphere which pre- 


vailed in all the instruction given. This 
he felt was a distinctive advantage of 
this school. The next class is now 
being enrolled and will begin Jan. 14. 
Set Goal at 165 Million 
Sixty-five agency managers of the 


Bankers Life of Iowa, from all sections of 
the country, set as their goal for 1925 the 


writing of $165,000,000 of new life in- 
surance for that company at the final 
conference at the home office of the 


company last week. In the contest for 
the highest rating in 1924 the first in the 
race lies between the Chicago agency 
under the guidance of DeForest Bow- 
man and the Indianapolis agency man- 
aged by Elbert Storer. Both agencies 
are credited with close to $5,000,000 each 
for the year with a couple of weeks yet 
to hear from. The contest is so close 
that it will require the “official count” 
to determine the result. 


the speaker paid tribute to the ability 
and energy life insurance representatives 
always put into local public efforts such 
as community fund drives and special 
service during the war. 

“We get our living from our town and 
it is our responsibility to put our best 
back into it,” he said. The life insur- 
ance agent has every right to be proud 
of his business, Mr. Hutchins declared. 


Richard F. Habbe, chairman of the 
membership committee, said that a 
secia] effort will be made to increase 


the membership of the local association 
to the highest possible number by Jan. 
20, which will be celebrated as “ladiana 
Insurance Day.” 





ARE GOOD PROSPECTS 


STUDIES PROFESSIONAL MEN 


Northwestern Mutual Life Points Out 
Their Need for Insurance and De- 
sirability as Policyholders 





The Northwestern Mutual Life has 
made a study of life insurance ~~ 
upon the lives of professional men in it 

experience, as one of a series of investi- 
gations with regard to different classes 
of policyholders. It has endeavored to 
show just why each class needs insur- 


ance, and to give the agents some 
strong selling arguments. 
Doctors Interesting Group 
Among the professional men, doctors 


form a very interesting group. They 
represent one of the oldest professions, 

have high ethical standards and show 
remarkable persistency. From 25 to 35 
their financial rise is gradual, largely 
because of an undeveloped practice, and 
because a large part of their income 
goes for a necessarily high standard of 
living. The doctor accumulates rapidly 
during his 40’s and reaches his peak oi 
prosperity earliest, as cgmpared with 
business and other professional men. 
On the other hand, his financial decline 
is more rapid and earlier, due probably 
to the strenuous existence, with its 
broken rest, long vigils, irregular meals 
and similar factors. The progressive 
character of his profession also aids his 
decline, for unless he is constantly 
studious, he will not be abreast of the 
times after 20 years of practice. He is 
decidedly in need of a financial program, 
and it can be demonstrated to him that 
he should deposit a good share of his 
annual surplus in life insurance, where 
it will be safe, where it will require no 
attention on his part, and where it 
will not take his mind away from his 
profession. In this way he can be as- 
sured of an adequate income after his 
ability has declined. 

Dentist’s Prosperity Short 


The dentist’s chances are very simi- 
lar to the doctor's, the only difference 
being in the relatively shorter duration 
of his professional usefulness. His de- 
cline is more rapid than the doctor's as 
soon as his eyesight becomes defective 
or his hand uncertain and it is to his 
advantage to have endowment life in- 
surance policies to offset the financial 
decrease from a diminishing clientele. 

The experience of the lawyer is some 
what different. His start is similar to 
that of other professionals, in that it is 
late, and he accumulates little in the 
20's. He reaches a prosperous stage at 
45, and unless prevented by ill health 
or unforeseen contingencies, has a splen- 
did prospect of enjoying 20 years of re- 
munerative practice. The peak of his 
prosperity is not so quickly passed as 
in the case of the doctor or the dentist. 
He has many opportunities to invest 
sums with clients whose legal interests 
he protects, but he must remember that 
business ventures are often disastrous. 
He does not need his capital in his own 
work, and can well afford to invest 
a good portion of it in life insurance, as 
an ideal program of saving regularly to 
provide for a comfortable old age. 


Fills Important Need 
fills a 

financial 
men, and 


insurance 
the 


very important 

program of 

though the 
particular application may differ as 
indicated by these examples, the need 
is there. Other professional men who 
form excellent prospects are teachers, 
librarians, journalists, ministers, priests, 
rabbis, social workers, officers, physi- 
cians, and many more. 

A study of the business of the North 
western Mutual Life on professional 
men for the past five years shows a 
very regular volume and a gradual in- 
crease. ‘This is of especial interest to 
the agent, for the business on so many 
other classes shows wide fluctuation 
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CRISIS I IN MINNEAPOLIS — 
ON PART TIME ISSUE 





Refusal to Modify Rule Results in 
Forming of New Life Un- 
derwriters Body 


GENERAL AGENTS OBJECT 





Proposal to Substitute National Asso- 
ciation Code, Acceptable to Them, 
Was Defeated 


MINNEAPOLIS, MINN., 
\ crisis 


is been 


Dec. 24.— 
over pa which 


coming to for several 
the 


Underwriters broke at what was 


months in Minneapolis Association 





to have been the annual meeting last 
week, 

Che immediate result was the launch- 
ing of a second association, organized to 
take in both the Twin Cities. It is to 
be known as the Twin City Life Un- 
derwriters. It was organized a few 


Minne- 


hours after the meeting of the 


apolis association. 





rhe break’came over a motion offered 
by Secretary C. N. Patterson of the 
Minneapolis association that the latter 
substitute for its own code of ethic 
of the National Association, whicl 
so restrictive as regards part-time men 
\iter a spirited debate in which several 
of the prominent members of the as- 
sociation took part, the Patterson mo- 
tion was rejected. 


Unacceptable to General Agents 


For some time past the code of 
ssociation, which w 
its by laws by amc 
absolutely binds mem! 
ny commissions to 
been unacceptable to 
eral agents. In the 
several of them have 
the association on act 


said to be plannir 
objectionable 
withdrawn. 


were 





less the 





he situation was pointing to financial 
disaster for the association, inasmt — 
as the annual dues paid by the general 
agents were necessary to carry on its 
work. Foreseeing this, Secretary Pat- 
terson some weeks ago put the matter 
up to the officers of the association for 
action. Conferences were called At 
me of them the dissatisfied general 


agents were present and the proposition 
of modifying the association's stand on 
part-time men was put up to them. It 
was said to be acceptable at that time. 
Chey would come back into the associ 
ation if the National Association code 
were adopted in place the present 
one. 


of 


Motion That Was Defeated 
In sending out the call for the annual 
meeting a week ago, Secretary Patterson 
enclosed a copy of his motion with the 


statement that he would offer it at the 
meeting. There was a good turn-out, 
over 100 being present 

Practically the entire meeting was 
given over to a discussion of the ques- 
tion. The debate was warm at times 


Following is a copy of the motion that 
was lost 

“That the code of ethics 
tional Association of Life Underwriters 
be and hereby substituted for the 
original code adopted by the Minneap- 
olis Association, and Amendment No. 1 
of the by-laws, relating to the part-time 
igreement; said change to be effective 
s ot Jan 1, 1925.” 

The amendment to the 
the Minneapolis Association 
proved so objectionable to 
igents reads as follows: 

“IT agree not to pay or 
commission or compensation 


of the Na- 


1s 


by-laws of 
which has 
the general 


allow, 
of 


any 
any 
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| that the bankruptcy 


LIFE POLICY EXEMPT 
NOT SUBJECT TO BANKRUPTCY 
Court Holds Insurance Is Property of 


Wife Though Right to Change 
Beneficiary Is Reserved 








CINCINNATI, O., Dec. 23.—Judge 
Maurice H. Donahue in the “United 
States circuit court of appeals recently 
handed down a decision of importance 
to insurance circles. Paul C. Weick of 
\kron, O., was trustee in bankruptcy 
of the estate of Morton G. Jones, 

ned for a review 
United States distric 
QO., seting aside as 
rt two polic es 









surrender v: su ; 








a 
title with 
eryv ‘ bankru 
the ba oats. t col 
that provisions 
ted th hentia upt, 
ch oe neficiaries or t r¢ f the 
aallaien sdhoreies 

Includes All of Policies 

Judge Donahue referred to the sec- 
tion of the bankruptcy act to the effect 
that state laws govern allowance of ex- 
emption to bankrupts He said | that the 


n express ly 


cies 


pe lic 











1, 
the proce r 
the benef er 
relatives ne 
change ee 
at d Cie 
tors <« 











94 of the general 
regardless of whe 
matured or vested in the 
regardless of the richt 
I he beneficiary 
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kind in connection with the placing of 
any insurance policy, either directly or 
indirectly, to any persons in the cities 
of Minneapolis and St. Paul, except to 
a regular full time agent devoting all of 
his time to soliciting life insurance for 
one company; or where a company is- 
sues both life and accident insurance, to 
such agent as shall devote his entire 
time to soliciting life and accident in- 
surance for one company.” 

The National Association code cover- 
ing this point ts regarded by general 
agents as much less restrictive It is 
understood that most of them are op- 
posed to the Minneapolis association 
rule because it prevents them from ac- 


cepting attractive business offered 


through fire offices, banks, etc 

As a result of the prolonged debate 
over the question, it was necessary to 
defer the election of officers for the next 
vear The meeting was adjourned to 
January 21 for that purpose At that 
time also the part-time matter will come 
up for turther consideration, it is ex 


pected 
Plans of New Organization 


The Twin City Life Underwriters, 
announced by the organization 
i threefold purpose To promote good- 
fellowship among members of the life 
insurance fraternity of and 
St. Paul; to further 


as 


has a 


o 
Minneapolis 
educational work 


LIFE INSU R: ANC E EDI T ION 





INTEREST IN AMERICAN 
FEDERATION REPORT 


TEN PER CENT INCREASE | 
| 


NORTHWEST NOW PROSPEROUS 





Some Misunderstanding Over Ac- 
tion Taken by Labor Or- 


ganization 


| 
| 
E. W. Randall Gives Figures on Com- | 
panies’ Operations In St. Paul 
Territory 


PAUL, TO ENTER BUSINESS 


perity in 
W. Ran 
Mutual 
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Recommends Action, However, by In- 
dividual Unions on Life In- 










































surance Program 
cr 
( al } 
‘ y YORK e rl ( siderable 
t 
t ‘ the re t < lite 
the American 
< L t recent meet- 
ling 
> t .s rsia , x 
ne . P P ~ : = 
gt er year t aa bu nm rg a ige 
Says Insurance Is Barometer : ' —_— Federa ¢ P 
= “ ‘ sa} 

“Altl € ple rea e what the t t rec ‘ s act 
condition te insurance Cc I nies a rga za ai- 
t the n I t is a tact t t es ‘ . P . 
prosperity of these orga! S$ 1S ar as P e and the n- 

excelient 2 meter y wh t tell the ec <S er 
r . * tior ¢ : trv.” Mr 
. ‘ 4 Pl i ¥ 
R 1-1] } Not to Eater Business 
RR i sai 
, ’ ‘ 
Figures « the cor es close t gra reads is 
healt! C diti of the r pocket ] y e¢ ikes me 
k t three ways y the lare as to the rm 
rease S ess be r s ess < r : Ss i ass « 
| / 
KS ewe lapses me Sa \\ 
Ss rrowing < t es t is ] advisable 
, . ‘ , f the 
Money for Industry : 
rm < 
4 r Mr +1 ‘ + . i . ir 
ear S a marke ‘ oe 4 : 
. | ¢ . . .~< | 
r > ‘ on “ 
" er s ipe t eve re l . vas 
tor | \ ‘ W 
ihe ree < siness 
‘ s ¢ S ear r é cted will ind 
ke ble t ers the gre carried 
est s t : l « r ¢ 
ror sur . rces < r, 
t 
Ss | oo s ; 
l i g I S 
% 7 
t i’ ‘ 
Northwest Is Big Ficld t f rot r : t t ATLA 
Alt} P ’ . . n« . 
g 5 scc¢ | 
"am her sd » businese 
* S ead a 
. thwest. it is « ted that f : ‘ ont 
per cent the sura = e comm . er 
lan thie field 
€ : ‘ ’ Presi 
$2 ) of was pa! t S ‘ s dated Ta 17 
ie , ¢ Sratec . « 
es <¢ ver mM ota 4 state Mr Nes dis- 
t Mr. Randall's estimates e< , . in 
. t* tbor and especially 
] ] ; rit 1 at « sur , Als the report 
i ili¢ es i . 
= : : a We : e Universal Sales 
la consider gislat dealing . A “ 
; } \ I searcr Bure i 1s 
A the ur erwriting us ess i! s . , 
, . tlw re nme is the 
At the organization N t ‘ } I 
] | ; Fe Fed at rt the busi 
iowing were elected C A . 
nea lis ran Pres ‘ ad . 
ator | VW Cameror nt Reviewed by Neabit 
_ 
Aetna Life rst vice-president, I ‘ 
Mc Nall . r vent M } t¢ Mr. Nesbit’s letter, w e implying 4 
{cNally, general ager } assacl $ - aA 
] . Tact t s rt expenses ite insurance, 
Mutua! Life sec 1d vice-preside ack “ . - 4 : ail - 
! . > lential . , particularly industria surance, makes 
avian manager I rucentia secretary, ‘ 
oll vell 1 y } the unwarr 1 a ion that group 
Rollo W Wells, general agent North- | 
. 08 nenrance ie attempt to discourage 
western National Life: treasurer, Alla SUran H . . ah hel oh: 
. > str . veve ver liooKiIng (nis 
S. Dempsey, general agent Connectic -_ " 
xag i 1 statement it 1s clear that 
Mutual Life es : , 
; ; t t ig htt tudy am ontains 
The board of directors includes Nel . , “> 
son | Shultis, manager Mi ssour! State - : ” \ Nesbit’s lett 
: : : - ooo , r »ehi . r 
Life, chairman: C. T. Booth, manager The s ary { Nesbit’s lette 
Guardian Life Leon Tr ges manager Ss as s 
. T . ory ’ the 
Berks} re Life and Far McKenz 1 insurance is tor ¢ zens oF ¢ 
special agent Travelers \ ted states the ost practical and 
nopular method f creating an estate 
All Licensed Men Eligible land providing for dependents and old 
_ re 
ho na lerecto the mn * 
Othcers - aq airec tne Min . » It is vast in volume and extent 
‘ hran 8 ea Aawtatns member . , . . 
P vis bra will wu - ake a membe exceeding $60,000,000,000 f life insur- 
ship mpaign among the life insurance 
p Ca iin a On tHe e s A c nee . force represented by more than 
men of the city, it was announced. A 75,000,000 policies or contracts. Insur- 
properly hcensed insurance men Oo : 4 npanies hald om re than $10,000, 
, , 
Minneapolis are e igib e to member 000.000 cash assets and have an 
ship mnual income of more than $1,500, 
Formation of a similar branch of the | 900.000 
ew Twin City Life Underwriters ir Its greatest evil or abuse is the 
St. Paul will be begun in the near excessive expense imposed on the in- 
ture | sured. which unnecessarily increases the 








4 


THE NATIONAL UNDERWRITER 


December 26, 1924 





cost of insurance protection. This ex- 
pense arises from a mad race for volume 
of business and assets. The annual 
expense exceeds $400,000,000. 

4. Group insurance, a recent develop- 
ment in life insurance, attempts to solve 
the insurance problem of the average 
wage earner. It is calculated to benefit 
the employer and to work against trade 
union affiliation and loyalty. 

5. Its adverse influence can be best 
overcome by labor organizations them- 
selves meeting the wage earner’s insur- 
ance needs. 

6. The existing organizations and 
financial methods and machinery of la- 
bor organizations are admirably adapted 
to furnish their members absolute in- 
surance protection at the lowest possible 
cost. 

7. The service thus rendered by util- 
izing the present fiscal organizations of 
union labor should result in reducing 
not only the cost of insurance pro- 
tection to an absolute minimum, but 
also in reducing the present cost of 
labor organizations themselves in the 
important items of rent and clerk hire. 
In other words, where the union head- 
quarters can be used, the present union- 
paid officers and the present union 
clerks can be employed or used in part 
in handling the insurance business as 
well as the union's business, which 
should result in a decided saving to 
both the organizations. 


Gives Wood's Suggestion 


Mr. Wood’s report is summarized by 
the committee as follows: 

“The opportunity presented to the 
American Federation of Labor by the 
foregoing facts and conditions is a most 
unusual one. Life insurance has been 
legalized; the legal reserve system has 
been tried and proven. There is nothing 
occult or even vague about the business. 
It does not even require the analytical, 
discriminating judgment necessary to 
the conduct of the banking business. 
The laws governing life insurance are 
well defined. They have been estab- 
lished by many decisions interpreting 
them, and a new company could not 
easily be discriminated against. No 
investment in machinery or goods, or in 
credits is required; even the capital 
required to engage in the business may 
be retained and invested in income pro- 
ducing securities. 

‘The opportunity to quickly build a 
strong, safe company affording absolute 


protection to the working people, at 
cost is here. 
“It is the unanimous opinion of a 


few experts to whom the idea has been 
presented that such a company would 
in a very few years become the best 
known of all legal reserve companies; 
that its growth would be » eno jenal 
and that its power and influence for 
good can hardly be estimated. 

“It would quickly become a great and 


enduring monument to the sagacity and 
wisdom of its founders 
-_ 
Proposed Stock Compan. 
“SUGGESTION —A_ capital = stock 


company to operate on the legal reserve 
system and on the participating policy 
plan only—to write both ordinary and 
industrial forms of policies—to be 
owned by the American Federation oi 
Labor and its constituent elements and 
their members and directed by the heads 
of those organizations It should have 
a paid-in capital and surplus equal in 
amounts, of as much as can be quickly 
and inexpensively secured, building its 
business among its own members and 
agencies by their own properly consti- 
tuted local officials. 

“Such a company could be very 
quickly and inexpensively organized. It 
would quickly and inexpensively acquire 


a very large volume of desirable busi- 
ness. Its growth in assets would 
probably be faster than that of anv 
company ever formed. Its profits leei 
timatized by custom and law would 
belong to its owners, while its grow- 
ing accumulation of reserve would be 


available for any legitimate financing. 
“Its successful launching and opera- 

tion would constitutes an achievement 

such as has seldom been equalled.” 








VALUE OF UNDERWRITERS ASSOCIATIONS 
TO THE LIFE INSURANCE SALESMAN 





BY E. B. HAMLIN, CLEVELAND, 0. 


.! THE annual meeting of the 

A cievetana Life Underwriters As- 
sociation, E. B. Hamlin, senior 
member of its board of directors, made 
a brief address on the value of belong- 
ing to a life underwriters’ association, 
which many declared was the most 
striking and forceful argument of its 


kind ever presented before the local 
craft. ; 
After paying a fine compliment to 


the executive leadership of President 
Clegg and the splendid committees of 


the National association, Mr. Hamlin 
said, in part: 

“If you have been actively engaged 
in the business for 25 years can do 


no more than remind you of what has 
taken place and add your agreement 
with me that the factor which has con- 
tributed most to our progress is the 
Underwriters’ associations. 


Questions Often Asked 


individual is 
but when 


will admit an 
accomplishment, 


“You 
limited in 


thousands are banded together the pro- | 


tests or the recommendations of the 
organization command consideration and 
respect. You have heard many say, 
‘What good is the association? What 
does it do for me? Why should I join 
it?? These men are ignorant of what 
has taken place or they would not have 
any uncertainty about the value of the 
association. I cannot believe that we 
have men in our business who know 
the value of associations to the business 


] E. B. Hamlin ranks with E. A. 
|| organization problems and his efforts 





| Do 


Officers’ Association for its efforts in 
trying to stop twisting. 

“This practice is absolutely within the 
control of the companies and the men 
in the field should not be required to 
spend their time to get legislation to 
stop a practice that can be controlled 
by home offices if they are willing to 
stand back of a principle. 


Bettered Policyholders Service 


“Any innovation that will tend to 
lower the grade of men engaged in the 
business means that the money spent 
in introducing life insurance in college 
courses will be lost. Service to policy- 
holders, which is the most important 
return for an agent’s compensation will 
deteriorate and throw our business back 
where it was before the advent of the 
association. 

“Compare life insurance practices 25 
years ago with life underwriting today. 
we want to regain the reputation 
that we then had? If not, we shall find 
that it takes the strongest kind of or- 
ganized effort to maintain and improve 
our business, for the reason that it is 
attracting the attention which it has 
never done before, and that means that 
it will attract those who are willing to 
destroy as well as those who are willing 
to uplift. 

Stand Against Injurious Practices 


“The standards of our business are 
fixed. The cost of life insurance is a 
known quantity and any attempt to fool 


Woods in his clear understanding of 


to improve the ethics of the business. 


} He is one of the seven trustees of the National Life Underwriters Asso- 
ciation, president of the Ohio (state) association, and national executive 
| committeeman for the Cleveland association. In between times he carries || 
on heavy agency work in the firm of Olmsted Bros. & Co., state agents for | 


His constructive criticism of association work and his remarks regard- 


Ohio and Indiana, National Life of Vermont. | 


the attitude shown in the past by some short-sighted companies toward | 
field co-operation, are deserving of thoughtful consideration. 


and are willing to ‘sponge’ on those who 
give their time and money to make and 
keep the business what it is today. 
When people are informed about a 
matter their judgment on it will usually 
be correct. 


Pays Hespects to Chronic Critics 


course, there are men who 
harmony with anything 
or anybody. Their systems admit of a 
free discharge of criticism and are 
closed to a discharge of any ideas that 


“But, of 
are never mm 


are constructive or for the betterment 
of the business. Fortunately, such peo 
ple are decidedly in the minority, for 


they are of no help whatever to society. 

“Criticism, if constructive, should be 
welcomed by all, but if vou have con- 
structive criticism vou should be willing 
to put vour shoulder to the wheel ana 
that the corrective measures are 
applied None of us are perfect, nor 
can we devise ways of conducting the 
work that cannot be improved upon 
This is why it is the duty of every man 
carrying a rate book to lend his co- 
operation in making our business the 
best possible 


see 


Comments on Twisting 


“In all my experience I have never 
heard a life underwriter recommend 
changes in our practices that were not 
for the good of the policyholder. I 
regret to say that many of the bad 
practices. that have crept into our busi- 
ness originated at the home offices and 
were permitted to exist by them on 


the public will prove an expensive ex- 
periment. We must stand firmly against 
any practice that tends to injure our 
business, even though it means a per- 
sonal loss to us for the time being. 

“I have not forgotten the days of 
the ‘executive special’ with high-sounding 


| home office titles and elegantly engraved 


| business 


| than 


| those days probably 


account of the greed for volume rather | 


than quality. I do not by any means 
overlook the good practices that ori@i- 
nated and are promoted by the com- 
panies, and I commend the Life Agency 


cards sent out by the home 
a far more liberal contract 
their own men in the field were 
able to get. This resulted in failure 
of some companies, in re-insurance of 
many, with the strong ones able to 
survive at the expense of the policy- 
holder and leaving a stain on our busi- 
that has taken years to remove. 
has that stain been removed? Did 
the companies do it voluntarily? Did 
they go into the state legislatures and 
ask for laws that would make them walk 
in the straight and narrow path? 


offices under 


ness 
How 


Association Men in Legislation 


“The answer to the last two questions 


is, NO! It was the associations, backed 
by voluntary contributions from the 
general agents, that went before the 


lawmakers and asked for legislation that 
would protect policyholders. 
“The man who can vouch 
statement is T. M. Norris, a 
of the Cleveland association, who in 
did more for the 
underwriters of Ohio than any other 
one man. To him we are indebted for 
our anti-rebate law and the law exempt- 


for this 
member 


ing the proceeds of a life insurance 
policy from creditors. Mr. Norris, as 
secretary of the Cleveland association, 


received a salary of $100 per year, and 
spent much of his time in association 
work, with large personal loss to him. 

“There are hundreds of others who 





helped to clear the field and today we 
are trying, through the association, to 
continue to guard the business and keep 
abreast of the times. 


Create Favorable Opinion 


“It is very important that we create 
favorable public opinion of our business 
and ourselves. Only a few days ago a 
Cleveland business man told me he had 
received a letter from a company mak- 
ing him a proposition whereby he could 
evade the income tax, as the company 
would be willing to include the income 
from a paidup life policy with the in- 
come from an annuity as an annuity 


payment. 
“I told him I was very glad to have 
the information, but that I would 


promise him he never would get such 
a proposition from any company, as 
I would do everything I could to put 
a stop to tax evasion of this kind, be- 
cause as soon as the authorities found 
out a company was attempting any- 
thing of the kind it would bring on 
severe criticism decidedly against our 
interest. In a few days the man ad- 
vised me that he had received another 
letter stating that they were in error 
in their former letter, and could not 
make such an arrangement! It is legi- 
timate to avoid taxes, but not to evade 
them. 

“No representative, whether a_be- 
ginner or a veteran, can afford to let 
pass unnoticed any irregularity of prac- 
tice regardless of his being the loser 
or the benefactor. If he does, it will 
work to his detriment later. Public 
confidence is our greatest asset and it 
must be faithfully guarded through the 
co-operation of all.” 


Offers Seven Questions 
That Can Be Propounded 
To the Tough Prospect 


A. HINKLEY, general agent of 

e the New England Mutual Life at 
Buffalo, N. Y., propounds these seven 
questions for the benefit of the tough 
prospect: 

“1. Has it ever occurred to you that 
every effort that you put forth in con- 
nection with your business is for the sole 
purpose of creating a daily, weekly or 
monthly income (or annuity)? 

“2. Is it not true that your income 
is derived from only two sources, the 
return from your investments and your 
earning power? 

“3. Is it not a fact that all of the in- 
come produced by your own daily ef- 
forts will stop at your death? 

“4. Will the income fromm your in- 
vestments be sufficient to care for your 
dependents? 

“5. Have you thought how much 
would provide for them each week? 

“6. Is it not your custom when leav- 
ing home to provide sufficient money 
to keep your family during your ab- 
sence? 

“7. Who will provide it after they 
have been deprived of your support and 
protection?” 

Never try to tell a man anything, thus 
suggesting to him an assumption of 
superiority on your part, says Mr. Hink- 
ley, but rather ask him questions so 
suggestive in their nature as to lead 
him to discover for himself the facts 
and conditions you wish to place before 
him, as though merely reminding him of 
conditions and facts of which he is al- 


ready fully conversant. He is then 
complimented and reacts far more 
readily. 


Mr. Hinkley suggests sending this list 
of seven questions to seven different 
men every day in the week and then 
making it part of the salesman’s reg- 
ular program to follow these up with 
that many calls each day, tending to 
regulate the agent’s work and resulting 
in a steady flow of business. Accompany 
the list of questions with a brief but 
courteous note telling the prospect that 
you intend to call soon but that you 
will not call a second time unless it is 
his wish that you do so. 
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International Life and Standard Life 


Have been merged as one great Life Insurance Company 
to be operated in the future as the 


International Life Insurance Company 


| The consolidation of these two progressive Companies is the greatest 
| merger in the history of life insurance in the U. S. Both the Standard and the 
International have gained enviable places among the Mid-West Life Insurance 
Companies. 


a 


They have now been placed under one management under the able direc 
tion of executives of proven ability in the Insurance world. 


. 
Service 
These two companies have been built with “Service” as their watchword— 
Service to the policyholders and the agency forces has been the constant aim 
of the Home Office officials. We anticipate the merger will enable us to im- 
prove our past service. 





New Line of Policies 
In addition to the up-to-date policies issued by the International Life, a 
full line of participating policy contracts have been added. 


. = — 


Consider the meaning of the figures below to the Agency Force of 
such a Progressive Company 


Insurance in Force $360,000,000 
Total Assets $34,000,000 


Fastest Growing Company in the Mississippi Valley 


nternational Life Insurance Co. 


St. Louis, Missouri 
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| J. R. PAISLEY, President W. K. WHITFIELD, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte_Cowles, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON ({ Actuaries & Examiners 


OHNC. HIGDON } 9° Gates, Building 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


310-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








Cc S. WITHINGTON 

on, CONSULTING STARE 
nsurance Exc 

Tel. Walnut 3761 DES MOINES, 








J. McCO 
. UNSELOR AT LAW 
NSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 
~ Caleulated. Valuations 

Examinations Mate 
= all Life Insurance Forms Pre- 
Lew of Insurance « 


idg. OKLAHOMA CITY 








J H. NITCHIE 

e ACTUARY 

1523 Associatios B! 19 S. La Salle St 
Telephone State . . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS MO. 




















! 60 old policyholders, 








ROUNSAVELLE’S RECORD OF 234 APPS. IS 
UNIQUE AS TO CHARACTER OF BUSINESS 











LTHOUGH greater records with 

respect to number of applications 
written and aggregate volume have been 
made recently, it is believed that the ac- 
complishment of L. S. Rounsavelle, of 
Los Angeles, who wrote 234 applica- 
tions for $340,000, each completed and 
accompanied by cash settlement, in the 
month Nov. 3 to Dec. 2 inclusive, is 
unique in many respects. Mr. Rounsa- 
velle is a member of the Southern Cali- 
fornia agency of the Massachusetts Mu- 
tual Life, and while he is recognized as 
a big writer, he has heretofore special- 
ized in corporation insurance, selling 
anywhere from two to six people a 
month, and his policies averaging better 
than $12,000 each. He has been in the 
business a little over two years, writing 
$300,000 the first year and about $600,- 
000 the second year, but prior to engag- 
ing in this drive he had never written a 
case for an amount as small as $1,000. 


Change Plan 


Upon reading of the record made by 
R. Keith of Timmonsville, S. C., Mr. 
Rounsavelle was inspired to make an 
effort to equal or exceed that accom- 
plishment, and also to ascertain in doing 
it the volume of new insurance that 
could be written upon a small policy 
basis for each individual. Accordingly, 


| in undertaking the campaign he decided 


to specialize on $1,000 policies on either 
the ordinary life or 20 payment plan. 
Only two days were devoted to plan- 
ning the drive, and these were used in 
compiling a list of 500 names, including 
and in preparing 
two circular letters which were sent out 
immediately in advance of the actual 
work. During the campaign six differ- 
ent circular letters designed to sustain 
interest in the subject were mailed at 
intervals of from three to four days. 


Works on Phone 


In the first half of the month Mr. 
Rounsavelle made personal calls upon 
persons covered by his list of prospects, 
regardless of whether or not an inquiry 
response had been received, and during 
this period he obtained 109 applications 
but found that he was losing a great 
deal of time by finding people out when 
he called. Because of this he decided 
to change his tactics during the remain- 
der of the campaign by using the tel- 
ephone more extensively instead of call- 
ing in person. His work during the last 
ten days of the drive was handled en- 
tirely over the phone. His best day with | 
respect to number of applications was 
next to the last day, when he obtained 
fifteen applications. 

Practically all of the business was 
placed on individuals who are the heads 
of various business houses in Los An- 
geles and vicinity. In connection with 
the use of the phone in writing the busi- 
ness. Mr. Rounsavelle prepared a card 
form which he had printed and of which 
the following is a copy: 


“L. S. ROUNSAVELLE: 


In order to assist you to become the 
‘1924 Champion Life Insurance Writer 


| of the United States’ I will during No- 
| vember apply through you for $....... 


| Name of employer... 


| week for Indiana Insurance Day at In- 


| president Illinois Life; _ 
| general manager National 


of Life Insurance. I was born........ 


Height Weight 4 
State definitely your business, profes- 
i CE  scccdegyeecvedeunss 
I have never been refused Life or Ac- 
cident Insurance except as follows...... 


I have had medical advice during the 
last five years as follows....... hanonns 
During the last ten years I have re- 
sided at ies 


Full name 
Business address .. 
Residence address 


In conversation over the phone this 
information called for by this card would 
be secured and written down, and after 
the application had been written up from 
the data the cards were turned over to 
the company’s medical examiner, who 
would immediately attend to the detail 
of obtaining the medical examination of 
the applicant, and in the meantime Mr. 
Rounsavelle would see the applicant and 
have him sign the application which 
otherwise was complete. 

It is interesting to note that after the 
close of the campaign one of the 1,000 
cases was increased to $50,000 and one 
other was increased to $40,000. Mf. 
Rounsavelle states that he has sufficient 
work ahead to require his time for the 
next three months in following up the 
cases written and obtaining additional 
insurance. 

In reply to an inquiry as to his ex- 
perience physically during the drive, Mr. 
Rounsavelle stated that he was up not 
later than six o'clock each morning 
and following a brief period of exercise 
he had a shower bath, dressed, and 
after breakfast he was immediately and 
constantly on the job for the remainder 
of the day except during the lunch and 
diner periods, and that he finished his 
work as early each evening as possible. 
He managed to sleep soundly except 
during the last few days of the drive, 
when he found that he awakened early 
and then had difficulty in again getting 
to sleep. He is not keen to engage in a 
similar campaign soon, but feels that a 
second effort would be a greater suc- 
because of the fact that he now 
knows better what to do and would take 
at least thirty days to plan the under- 
taking. 


cess 


Gives Credit to Class 


The introduction of Mr. Rounsavelle 
to the business of life insurance sales- 
manship was through the medium of the 
Carnegie course of instruction which 
was held in Los Angeles durnig the sum- 
mer of 1922. When he enrolled for the 
course he had never had a rate book 
in his hand and the details of the work 
were new to him in practically every 
phase of the subject. Notwithstanding 
this, that he was an apt pupil is re- 
flected by the fact that he wrote a total 
of $74,500 of new insurance during the 
ten weeks’ period of the school course, 
this amount consisting of one $25,000 
case, one $17,500, three $10,000 cases, 
and one $2,000 case. He gives the Car- 
negie course credit for the basic knowl- 
edge which he gained at that time and 
which he has since been able to apply 
to advantage. Immediately prior to en- 
rolling for the instruction he had been 
engaged in the selling of automobile 
tires for thirteen years, as secretary and 
treasurer of the Pacific Rubber Com- 
pany, factory distributors of tires. He 
is a young man of only forty-one years 
of age, has been married thirteen years, 


and is the father of two children, a boy 
of ten and a girl of five years. 
Mr. Rounsavelle considers the use 


which he made of the telephone one of 
the principal factors responsible for the 
success of his drive, mainly on account 
of the great saving in time which it 


| made possible. 








Indiana Insurance Day Speakers 
Among the speakers announced this 





20 are R. W. Stevens, 
Jesse S. Phillips, 
Bureau of 


dianapolis Jan. 


Casualty & Surety Underwriters, and 
Congressman. Charles L. Underhill of 
Massachusetts, who has led the fight 
against the Fitzgerald monopolistic 
workmen’s compensation bill in Con- 
gress. 








SELLING TALKS GIVEN 
LOS ANGELES AGENTS MEET 


Equitable Men Advocate “Back To Na- 
ture” As Insurance Selling 
Program 


LOS ANGELES, CAL., Dec. 22.—An 
attendance of approximately 250 mem- 
bers and guests marked the monthly 
dinner-meeting of the Los Angeles As- 
sociation which was held in the Pacific 
Mutual auditorium Thursday evening, 
December 18. ae 

The first feature of the evening's en- 
tertainment was a humorous demonstra- 
tion of “The treatment of over and un- 
derweights.” In his remarks announc- 
ing this stunt George A. Rathbun dwelt 
in all seriousness upon the common ex- 
perience of life underwriters in handl- 
ing risks of this character, giving no 
hint of the amusing features to be ex- 
pected. The demonstration was pre- 
sented by Miss Esther Parsons who, as 
“Dr. Fixit,” was assisted by Mrs. A. C. 
Burton, Miss Jennie Cohen and Mrs. 
Ida Harris. The over and under weight 
subjects were each extreme in the class 
represented, but instantly following the 
taking of one drop of the marvellous 


elixir prescribed by “Dr. Fixit” the 
overweight began to diminish in size 
and, strange to say, the underweight— 


after similar treatment—began to gain 
in volume, each quickly experiencing the 
desired change in personal appearance. 


Furniture Man Is Speaker 


The first speaker introduced was 
Henry S. McKee, president of Barker 
Bros.. Inc., one of the largest retail 


furniture concerns in the United States. 
He was formerly one of the most prom- 
inent bankers in Los Angeles for sev- 
eral years. The subject of Mr. McKee’s 
address was: “The Accumulz ition of 
Capital through Life Insurance.’ " He said 
everv man that carries a life insur- 
ance policy is a capit alist and every dol- 
lar invested in premiums confers a great 
benefit, not merely upon those depend- 
ent upon him but upon every other hu- 
man being in the world, as the welfare 
of the world is enhanced in various W ays 
through the wise distribution by insur- 
ance companies of such funds in the in- 
vestments of such character as railroad 
bonds. irrigation project bonds, tele- 
phone and other public utilities. 


Back to Nature 


“Human Nature,” or “Back to nature 
in selling,” was a presentation of the 
subject presented by Arthur P. Chipron, 
Alex A. Dewar and Fred Naylor, all 
of whom are members of the Equitable 
of N. Y. agency. Each of these gentle- 
men spoke briefly upon actual expe- 
riences in the field that support the con- 
tention that many of the frills which 
have lately come to be regarded as es- 
sential to success in the sale of life in- 
surance are really of but little or no 
value in the last analysis, the import- 
ant thing being to get back to nature. 

The concluding address upon the sub- 
ject—“Life Insurance and the Home,” 
was delivered by Rabbi Edgar F. Mag- 
nin. Rabbi Magnin stressed the state- 
ment that the greatness of a nation lies 
in the integrity of its homes, and paid 
a splendid tribute to life insurance asa 
factor of no little importance in_pro- 
moting the maintenance of that integ- 
rity. 


Joseph H. Gray 


Joseph H. Gray, well known under- 
writer of San Francisco who has_been 
associate general agent for the Equit 
able Life of Iowa in charge of the Oak- 
land office, has resigned to become 
chief of the life insurance department ot! 
California Agencies, Inc., general 
agents for the Continental Casualty and 
the Continental Assurance. Gray will 
manage the entire state for the agency. 
the members of which are principally 
fire and casualty men 
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NON-CANCELLABLE FORM 
HAS DISTINCT FIELD 





Name Is Indefinite Because of 
Great Variety of 
Forms 


SAFEGUARDS TIME VALUE 


As Issued by Some Companies It Is 
Not Identical With Permanent 
Total Disability 


It has frequently been asserted that 
the non-cancellable accident and health 
policy with the three months’ elimina- 
tion period is practically identical with 
the permanent total disability clause at- 
tached to life insurance. This statement 
can be neither denied nor affirmed, as it 
depends altogether upon the non-cancel- 
lable policy under consideration. There 
are almost as many different types of 
cancellable accident and health pol- 
icies as there are companies issuing 
them. Those issued by some companies 
when granted with the three months 
elimination period, are, in fact, prac 
tically the same as the permanent total 
disability feature. In fact, some com- 
panies issue the same policy either as a 
non-cancellable accident and health pol- 
icy in any amount desired, or attached 
to the life insurance policy as a perma 
nent and total disability feature. 

Other companies issue the non-can- 
cellable policy as a different policy, but 
covering practically the same thing as 
permanent total disability. The only dif- 
ference is that the policy can be issued 
in the amount desired by the applicants 
and does not depend for its income upon 
the amount of life insurance in force. 
Otherwise the coverage is identical, and 
the non-cancellable policy does not take 
effect in cases of permanent and tota’ 
disability, which means that the policy- 


non- 


holder must be completely “down-and- 
out” before he can receive any incom 
from his policy. As soon as he is able 
to do any work at all, of any nature 
the income from the policy ceases 
whether or not he can actually make a 


living. 
Broader Coverage of Some 


As issued by still other companies 
however, notably those which are spe 
cializing upon this type of contract, the 
non-can policy is an entirely different 
policy. A very distinctive feature of the 
non-can policy as issued by the com 
pany which has perhaps the largest vol- 
ume of this business, is the pension 
granted in case of loss of one limb or 
the sight of one eve, amounting to 25 
percent of the monthly income desig- 
nated in the policy for loss of one limb 
and 10 percent for the loss of one eye 
This pension is granted for life. In the 
event of the loss of two limbs or the 
sight of both eyes, the total disability 
is paid for life. These features operate 
whether or not the policyholder is able 
to do some sort of work to assist in 
maintaining his living. 

Other companies provide still other 
features, such as partial disability for 
six months while the man who has been 
totally disabled is trying to engage in 
some sort of gainful occupation, this 
partial disability to cease at the end of 
that period if he succeeds in earning a 
salary, or to revert to total disability 
in case he fails. Some companies allow 
a period of one year during which the 
policy may be contested, after which it 
becomes incontestable, while others pro- 
vide for incontestability from the very 
first. 

Those 
features 
sions for loss of a limb or eye, 


companies which provide such 
as partial disability and pen- 
issue a 











OO many sales are lost because the 
agent hesitates to force'a close. He 
fails to recognize the psychological 
moment for closing, and perhaps loses 
his opportunity permanently because of 
his indecision. Some agents even insist 
upon talking themselves out of a sale, 
under the mistaken impression that the 
only way to sell insurance is to talk the 
prospect into it. They are so interested 
in their own talking that they fail to 
watch for those signs that indicate that 
the prospect is ready to buy, and con- 
tinue talking until the time has passed. 
It is natural for the prospect to show 


indecision, for he probably wants to 
think it over, to talk it over with his 
wife, or even with his lawyer, and is 


seldom ready to make a decision at the 
moment. Naturally if the agent too, 
neglects to close the sale, it will not be 
closed. And it is impossible to tell when 
the prospect may be in the proper humor 
for buying insurance again. His finan- 
cial condition may change, or he may 
become ill and unable to pass the exam- 
ination for insurance. Many agents 
have had the experience of learning of 
the prospect’s death while expecting to 
close a sale at the next interview. Or, 
in the meantime, an agent from some 
other company may come in and secure 
the application. 

When the agent has a hunch that a 
certain person is a prospect for insur- 
ance, he should follow it up immediately 
instead of waiting until the next week, 
and put forth every effort to close the 
sale at the first interview. The agent 
has everything in his own hands during 
the interview, and self confidence will 
go far toward closing the sale. He must 
learn to look for the gleam of interest 
in the prospect’s eye, or the slight move- 
ment which indicates that he is on the 


point of yielding, and when he sees these 
signs, he must unhesitatingly close the 
sale. This requires tact, of course, but 
tact can be developed by study and 


practice. 
se @ 9 


WARNING of value to many man- 

agers of agencies is offered by the 
Manhattan Life. Sometimes an agency 
has a reputation for specializing on some 
one form of policy, and the manager 
tries to compel every new man to follow 
this trend. This is a mistake. It is a 
serious mistake for the manager of a 
life insurance agency to make, for it 
shows a lack of understanding of the 
differences between men. Not all men 
are adapted to specialize on the same 
contract. The agency manager should 
try to find which form is best suited to 
each agent, and train him to specialize 
on that. 

Each agent is inclined by natural bent 
or by his previous training to be inter- 
ested in a certain policy. He shoud 
be encouraged in this instead of being 


forced to specialize on the policy in 
which the manager is interested. He 
policy which is broader in its coverage 


than the permanent and total disability 
clause. The statement that the two are 
identical may be true in certain cases 
but it is certainly not true in others. 

The non-can policy is finding a very 
open reception especially among men of 
large means. The man of small salary 
needs protection which takes effect al 
most immediately when accident or sick- 
ness occurs, for he cannot carry himself 
for several months. The non-can policy 
which is to take effect at the beginning 
of disability, is almost prohibitive in 
price, and the man of small salary finds 
that he can secure an ordinary commer- 
cial policy on more advantageous terms 
when this coverage from the first day is 
desired. The public has been educate: 
to accident and health policies from the 
first day, and is slow to realize the value 
of the elimination period. 

The man of means, however, can eas 
ily carry himself for two or three 
months in case of disability, and he ap 


should be encouraged to follow up his 
own prospects whether or not they are 
found just where the manager or his 
agency has been accustomed to find 
them. The matter of personality is an 
important factor in the success or failure 
of an agent, and its study should be the 
manager’s chief interest, for by making 
the most of each agent’s individuality, 
the manager can direct him along the 
lines in which he is most likely to be 
successful. 

No new agent should expect to learn 
all policies at once. He should be 
started on the one in which he is most 
interested and most thoroughly sold, and 
kept on that one until he has thoroughly 
mastered it. Only then is he to be per- 
mitted to branch out into other forms 
one at a time, until he is familiar with 
them all. The agent who is allowed to 
dabble with his entire rate book at the 
beginning becomes hopelessly confused, 
and the chances are that he will become 
discouraged and quit. 


OK 7 * 
ENERAL Agent Robert J. Guinn 
of the New England Mutual Life 
at Atlanta, when asked what kind oi 
men succeed best in life insurance, 


gave it as his opinion that men over 30 
ye ars of age are the most likely to hit 
the mark. He said that salesmen should 
be at their best between ages 45 and 
65 if properly grounded. Mr. Guinn as- 
serted that qualifications do not depend 
so much upon age as on acquiring a 
proper conception of lite insurance and 


having the stamina to strive constantly 
for business under all conditions. Con- 
tinuing, he said: 

‘Take, for example, a man of 30, who 
will reason out the advantages of life 
underwriting as compared with a sal- 
aried position, or a profession or com- 
mercial pursuit. He will realize the su- 
periority of life underwriting in respect 
to five points: freedom of action, un- 
limited clientage, increasing scope oi 


the business, unrestricted income, and 
the absence of most of the usual busi 
ness hazards. .Such a man, reaching a 
favorable decision by this analysis, will 
usually make a creditable and success- 
ful agent. I am convinced that only 


such men as have natural initiative and 
resourcefulness can make good perma- 
nently in this field. Regardless of how 
much or how little help the home office 
or general agency may render its field- 
men, success can only be attained by 
those who possess and exercise keen 
ciscrimination and tireless initiative 

“But—and this point I cannot empha- 
size too strongly—every man who en- 
ters the field must have the right con- 
ception of life insurance fundamentals, 
which means simply that its primary 
function is protection to the family and 
estate. When a salesman properly un- 
derstands this himself, he is able to 
visualize for others the real service life 
insurance performs.” 


preciates the insurance of the money 
value of his time. He finds the cost 
greatly reduced by this eliminatior 


period, and the relatively small charg 
is an insignificant item to him as com 
pared with the guarantee of a large in 
come in case of permanent disability 

The non-can policy also fills a need 
in providing coverage for permanent dis 
ability for the man who ts already car 
rving all the life insurance he wants. 
To secure sufficient total disability cov 
erage to supply an income in case o 
disaster, the average man will find the 
cost excessive if he is forced to take 
out a large volume of life insurance t 
secure the required amount of the dis 
ability coverage. The non-can policy 
however, will provide the coverage he 
requires regardless of the amount of life 
insurance he is carrying, and hence 
even in those cases in which everything 
is covered practically the same as by 
the permanent total disability clause, it 
fills a distinct need. 





SEES NO HARM IN THE 
MODIFIED LIFE POLICY 





Says That It Differs Little from 
the Usual Term 
Contract 





FILLS LEGITIMATE NEED 


Fears No More Twisting With This 
Form Than With Any of the 
Older Types 


BUFFALO, N. Y., Dec. 23.—A lead- 
ing Buffalo insurance man and one well 
known in insurance association circles 
locally, talked openly and frankly to 
Tue NATIONAL UNDERWRITER On the sub- 
ject of the modified life policy with half 
the first years 

out by Aetna, 
and He 


five 
the 
others. 


premium rate for 
being put 


Travelers 


which is 
Prudential, 
said in part: 
“Naturally this subject has been much 
discussed among the agents of all com- 
panies and in our associations. In fact, 
committees have been appointed to in- 
vestigate and report on the subject. I 
would say that it seems now to be the 
consensus of opinion here that these 
policies are sound, from an actuarial 
standpoint, and that there is nothing in 
the whole matter for anv individual 


or association to get ‘het up’ about. 
With 


Can Deal Twisting 


develop any evidences 
these policies, 


“Should there 
ot misrepresentation o! 
which I do not anticipate, there are 
methods of dealing with the situation 
and they will be promptly applied. 

“It is too early as yet to say what 
the general effect of this new form of 
policy will be on the general public. 
Yet it is not so different, after all, 
from the term policies which most of 
us now have been writing for some time. 

‘There are undoubtedly cases where 
the term policy is the proper one for a 


man to have, depending on his present 

financial circumstances and his future, 

and it may prove that the new ‘half- 

rate’ form of policy will in well with 
special and extraordinary cases 
No Trouble Anticipated 

“The possible effect on the agency 


whole is difficult to de 
Much depends on 
companies which 
policy select their 


business as a 
termine in advance. 
how carefully the 
write the ‘half-rate’ 
managers and agency men. Here in 
tuffalo the companies mentioned have 
a very high grade of general agents and 
men. We all belong to the same as- 
sociations and we do not anticipate that 


thev will make any trouble. 
“In my opinion, the general managers 
of the companies writing the ‘half-rate’ 


policies will watch their men closely 
and do all they can to prevent twisting 
or conversion where there is any ques- 
tion of ethics involved. They will also 
stamp out any cases of misrepresenta- 
tion that may be brought to their atten- 
tion and those things usually come out. 
In case a wrong had been done anyone, 
these agency managers would do all in 
their power to rectify it. This I feel to 
be certain 

“No other companies besides those 
mentioned, that I know anything about, 
are thinking of taking up this new form 
of policy, but I would not be surprised 
to see any of them announce it in the 
future. It is usually thus with any new 
form of policy that proves its impor- 
tance and permanence Our various 
companies have 30 or 40 types of poli- 
cies with which we can fit almost any 
case that may come up, and one more or 
less wouldn’t make much difference. 

“After all, the best way to meet this 
or any other kind of new competition is 
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One Hundred Men Wanted 


BEFORE JANUARY Ist, 1925 


We want to reach the $100,000,000 mark of 
business in force during 1925. We want one hun- 
dred or more men who will support themselves by 
writing life insurance—and appoint other men that 
will support themselves by writing life insurance 
and get those men to appoint other men and those 
others still others. The result of such a procedure 
is startling. 


Write direct to the Home Office for details of 
the DIRECT AGENCY SYSTEM or get in touch 
with any of our agents in the field and they will 
gladly explain it to you. 


We are now operating in Ohio, Indiana, Illi- 
nois, Michigan, Iowa, Missouri, Kansas, Okla- 
homa, Colorado, Nebraska, Kentucky, West Vir- 
ginia, Pennsylvania, Virginia, Maryland, District 
of Columbia and Florida. 


We are making a world’s record. Come with 
us and grow. 


The Columbus Mutual Life 
INSURANCE COMPANY 
Columbus, Ohio 


D. E. BALL, Secretary amd Actuary 


— 


C. W. BRANDON, President 
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‘EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 
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With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 























POLICY LOANS CAUSE LAPSES 
Heve You found a wey to stop this waste? 
Ow Is ing millions { i i . 
sional, saving ane Sor many Companies and io the cesult of ewunty 


OTIS HANN COMPANY 
Chicage, Mi meis 
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through salesmanship. Competition 
means business for the man who fights 
the hardest, as a general rule. Every 
day some of our men are making sales, 
even against the handicap of unfavor- 
able rates. They do it through sales- 
manship and that is the way we will 
compete with the ‘half-rate’ policv. 
Same Arguments Used 


“We will use the same arguments we 
have always used against term insur- 
ance, except in cases where we felt that 
term insurance was exactly the kind to 
fit the particular case. We will show 
the man that it will cost him less in 
the long run if he will buv bis meur- 
ance on the usual and permanent basis. 

“As to the ultimate results of selling 
any large quantities of policies with 
hali-premium rates for the first five 
years, or other forms of term insur- 
ance, | feel most certainly it would re- 
sult in a materially increased lapse ra- 
tio and that perhaps is the most un- 
fortunate point about it. We have found 
that when a man was sold term insur- 
ance, it was just about as hard to sell 
hin on a conversion to a proper form 
at the expiration of his term insurance 
as it would have been in the first place 
and this, I am afraid, will apply to this 
newer form of underw: 


LIBERTY LIFE IN NEW OFFICE 


Negro Company of Chicago Outgrows 
Its Old Quarters—Plans to Erect 
Large Building 


The Liberty Life of Chicago, a negro 
company, held a public reception last 
week in its new offices in the annex to 
the Liberty Life building. The com- 
pany formerly occupied offices on the 
second floor of the old building, but 
was compelled to erect the annex be- 
cause of the growth of the company. 
All departments are housed in the new 
quarters. The Liberty Life has had a 
steady growth since it was licensed in 
1921, and now has more than $6,000,000 
in force. 

Frank L. Gillespie, founder and pres- 
ident of the company, started his life 
insurance career in 1916 when he joined 
the agency force of the old Royal Life 
of Chicago. He was made superintend- 
ent the same year. In 1917 he was an 
organizer and officer of the Public Life 
of Chicago, and two years later under- 
took the organization of the Liberty 
Life, which operates in Illinois, Michi- 
gan, Missouri and Kentucky. The com- 
pany contemplates erecting a 20-story 
office and apartment building on its 
present site within five years, at an es- 
timated cost of $5,000,000. 


Federal Life Bonus 


Following the custom of many years, 
the Federal Life of Chicago is paying to 
all employes a bonus of 1 percent of 
the 1924 salary for each year of continu- 
ous employment. Many of the employes 
have been paid as much as a month's 
salary, and in the aggregate several 
thousand dollars were distributed in that 
manner this year, a marked increase 
over the amount given last year. Presi- 
dent Hamilton believes that this money 
is well spent, and that it is a very satis 
factory method of awarding those who 
have given faithful service to the com 
pany tor many vears 


New Michigan Deputies. 
LANSING, MICH., Dec. 24.—New 


first and second deputy insurance com- 
missioners have been selected for the 
Michigan department, it was announced 
by Leonhard T. Hands, commissioner 
The appointments were necessitated by 
the resignation of R. A. Palmer, deputy, 
who it is understood will take a position 
with a Detroit company. Mr. Palmer 
is succeeded by Horace B. Corell, former 
second deputy and in charge of fire 
rating. Mr. Corell has been with the 
department since August of 1918. Ralph 
M. Wade. with the department § since 
1920, is the new second deputy. 





Company President 
Who Has Now Entered 
The Field of Fiction 


MMET C. MAY, president of the 

Peoria Life, who is largely respon- 
sible for the building of that excellent 
institution, has branched out into gen- 
eral literary field, as the author of a 
new novel entitled “The Angelus of 
Sunset Hill.” The setting of this story 
is in a Kentucky small town, a village 
in the mountains of the eastern part of 





EMMET ©. MAY 


President Peoria Life, Whose New Novel 
Is Just Off the Press 


the state. Mr. May is a native of Ken- 
tucky and spent his early life in the sec- 
tion which forms the background of his 
story. Mr. May heretofore has con- 
fined his literary efforts to life insurance 
subjects. His books in the past bear the 
titles of “Success in Life Insurance,” “A 
Vision of Life Insurance,” and “The 
Empire of Life Insurance.” Those who 
have come in contact with Mr. May in 
business have not appreciated his lit- 
erary bent. The dedication of “The 
Angelus of Sunset Hill” is made to Mr. 
May's mother 





Inheritance Tax Suit 


An inheritance tax suit for $300,000 
has been brought by the State of Cali- 
fornia against the estate of David B 
Gamble, formerly of Cincinnati, who 
died at Pasadena, Cal., in 1923, after 
having lived in the state for 16 vears, 
although he voted in Cincinnati and 
maintained his legal residence there 
R. W. Smith, California state inheri- 
tance tax attorney, maintains that as 
Mr. Gamble lived in the state for 16 
vears and received the protection ai 
forded the residents, he was, theretore 
a permanent resident and his estate 15 
subject to the inheritance tax. The fam 
ily holds that Mr. Gamble never be 
came a legal resident of California and 
continued to vote by person or by mail 
in Cincinnati, and was consequently a 
legal resident of the latter city, and ex 
empt from the inheritance tax law ot 
California 


Exceeded November Quota 


In its November drive for business in 
honor of President Macdonald, the Great 
West Life of Winnipeg wrote $7,621,762, 
which was 127 percent of the November 
quota, and a gain of $1,628,762 over the 
proportion of the company’s 
Some very fine 
were made, and the 
agency force as a whole, operating 
throughout Canada and several of the 
states, made a splendid record. A book 
of photographs, taken especially for the 
occasion, of his old home and surround 
ings in Scotland, was presented to Presi 
dent Macdonald, who is now 81 years 
ot ane 


month's 
objective for the year 


personal records 
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The National Life and Accident Insurance Company with assets 
of almost $12,000,000 ranks among America’s largest insurance 
Companies. 








ee | eS a 


It has paid in claims to policyholders and beneficiaries more than 
thirty-five millions of dollars since its organization. 


*K 








It paid $4,411,523.98 in claims during the year ending December 
1 31, 1923. Divided into weeks The National distributed more than 
— $85,000 each week of the year to its sick and disabled policyholders 
~ and to bereaved loved ones of policyholders. 
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| Shield Company Facts and Figures 








Money making contracts for good agents. 





The National Life and Accident 


Insurance Company, Inc. 
Home Office National Building Nashville, Tennessee 
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We Arm the Ambitious! 


Our monthly SALES LETTER has a yearly total of 144 
rich pages. 

Supplies a commission-creating educational course—stories 
of delivered cases, descriptions of approaches and closings, 
answers to objections, prospect methods, inheritance tax 
arguments and illustrations, monthly income sales talks, busi- 
ness insurance presentations, sales by women to women, 
farmer solicitation, young men solicitation, and the like—all 
in the language of the actors in the experiences related. 


Increasing efficiency, through constant study, leads to the 
maximum of profitable service. We arm the ambitious! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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T GLOB 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE............... 83 per cent 
ee We IT, . . . vcccccecceccoscecedcovces 31 per cent 
i oc ncpbancanyeon ohen dr anaiel 26 per cent 
0 lf, eee ..23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 


MUTUAL LIFE 
INSURANCE COMPANY 





T. E. BARRY, President, General Manager and Founder 




















TE Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 


development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 














INDIANA ILLINOIS IOWA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


OHIO 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
NEBRASKA 


KANSAS KENTUCKY MISSOURI 


MICHIGAN 














| S. T. WHATLEY TELLS SOME SOURCES 


| 


OF LIFE INSURANCE AGENCY MATERIAL 











ager of the 
recent managers conference of 
his company in outlining the qualifica- 
tions he seeks in prospective agents said 


S T. WHATLEY of Chicago, man- 


that he invariably selects men of some 


maturity who have experienced hard 
knocks and have emerged successfully. 

“IT have had but little success with 
young men, or with the sons of the 
wealthy, who have a tendency to rely 
upon club connections or the influential 
friends of their fathers for prospects,” 
he said. 
of our business, think what a privilege 
it is to take some young fellow out of 
the treadmill of an everyday existence 
in which he is neither happy nor success- 
ful, and help him to do something better. 
Show him the vision of our work, tell 
him what the life insurance business is; 
show him its possibilities, and then, if 
possible, let him talk with some of your 
successful salesmen. 

Difficult to Make Agents Stick 


“Anybody can find prospective agent 
material,” Mr. Whatley said, “but to 
ire them so they will stay hired, dur- 
ing that inevitable hard and trying period 
of getting started, is another thing. | 
have recruited successful salesmen from 
such professions as law, dentistry, and 
even the minisiry. Retiring city and 
county officials often prove w be good 
men, primarily because of their wide 
acquaintance and their tact developed 
in politics. Newspaper men—those con- 
nected with the business or advertising 
end of the paper—have had good train- 
ing for insurance work because they | 


U. m ‘COMPANIES NOW 
IN NON-MEDICAL FIELD 


(CONTINUED FROM PAGE 2) 
port that the non-medical business is 
rapidly supplanting a medical business 
and is proving equally satisfactory and 
nore economical. 


Limited in Some States 


The issue of this class of business in 
the United States is limited somewhat 
by certain state laws. The companies 
named have all made the announcement 
with certain qualifications, exempting 
those states which prohibit this class of 
business. There are laws which pre 
vent companies from accepting business 
without medical examination on ordi- 
nary policies in Georgia, Idaho, Iowa, 
Massachusetts, Mississippi, Nebraska, 
North Carolina, Oklahoma and Wash- 
ington. This question just came up for 
consideration in Massachusetts and only 
last week the attorney-general handed 
down a ruling that the medical exami 
nation is necessary on new business, 
the only exception being in the case of 
two or three policies issued on the same 
examination with practicaliy no lapse 
ot time in the issuance of the several 
olicie: In these states a short form 
examination is used. In the other states 
however, the law carries no _ restric- 
tion against the plan. 


Responsibility to Agents 


It is not, of course, strictly non-medi 
cal lite insurance, for the reason that 
the agents ere given the responsibility 
ot making the selection Che applica 


tion questionnaire is so arranged as to 
bring out the essentials of the medical 


examination, acceptance or rejection de- 
pending upon the results of the ques- 
tionnaire and the 


is one of the objections that has been 
presented to the plan heretofore. Many 
actuaries and company 
stated that it places too much responsi- 


Atena Life, at the 


“Leaving out the selfish angle 


reliability of both 
agents and applicants. This, in fact, 


officials have 


have been painting pictures and selling 
ideas much the same as we do. Spec- 
ialty salesmen, on the other hand, expect 
to make their sale at one short inter- 
view and usually have had a sample to 
sell from. I have never seen one make 
good in the life insurance business. Of 
the merchant class, I should say that 
the druggist is the best for insurance 
salesmanship. He knows what it is to 
work hard and have long hours, like- 
wise he seems to be more human and 
more in touch with the public than the 
average man behind the counter who 
waits for his customers to come to him. 
Bankers and School Teachers 


“Bankers are like industrial insurance 
men—they are good if they haven’t been 
at it too long. If so, in either case, they 
are hopeless. School teachers usually 
are good in the smaller communities, 
but they do not seem successsful in the 
cities. On several occasions, I have 
been able to get good men from the 
general insurance business to specialize 
in life insurance by pointing out to them 
that in life insurance they deal with 
people instead of property; men are 
more interesting than masonry, and 1n 
the second place, property values have 
an insurable limit whereas the value of 
brains is boundless. There is more op- 
portunity for creative selling in life in- 
surance than all the other lines com- 
bined. In life insurance, it never 1s 
necessary to destroy or steal the other 
agents’ risks. It is one line in which 
all our work may, and must be, purely 


| constructive. 


nouncement, by the organization of the 
“Lonor club.” The Franklin Life, at 
the same time that it announces the 
non-medical life insurance vlan, an- 
nounces that it can be written only by 
“honor club” members. General agents 
are taken into this club by the com 
pany and continue membership so long 
as the duties involved in the submission 
of applications without medical exami- 
nation are faithfully performed. 


Franklin Life Plan 


The Franklin Life will applv its non 
medical plan to all applicants from ages 
16 to 45 inclusive. The amount is lim- 
ited to $2,000, except that after a lapse 
of one vear an additional $2,000 may 
be issued, again without medical ex 


amination The business may be writ- 
ten on anv regular plan except term in 
surance. The application mav include 


disability and double indemnity bene 
fits, under the company’s general rules 
[he company reserves the right to re 
quire, at its own discretion, a medica! 
examination of any case The agent, 
owever, is not permitted to have any 
medical examination made in connec- 
tion with these applicants for $2,000 or 
less, until and unless the company ex 


presslv instructs him to do so The 
Franklin Life announces that in con 
sidering applications without medical 


examination, the company necessarily 
relies upon the statement of the appli 
cant and upon the faithfulness and dis 
cretion of the agent and thus the spac: 
provided for the findings of the agent's 
own personal investigation of the moral 
and physical risk involved is of special! 
importance. 
Connecticut Mutual Plan 


President Robinson of the Connecticut 
Mutual Life, in announcing the non 
medical plan, made the following state 
ment: 

“It seems proper to announce at this 
time that, after giving some months of 
study to the methods successfully pur- 
sued in recent years by the Canadian 
companies with non-medical insurance, 
we have concluded to undertake, shortly 








bility on the agent. This objection has 
heen overcome in Canada, however 
This phase of the problem is provided 
for by the Franklin Life in its an- 


| A text book for beginners, a review book for experienced men, a book that every life insurance man should 
' bave—Jacob A. Jackson’s ““Eagy Lessons in Life Insurance.” g].5@ including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago 


after the New Year, the issuance of in- 
surance without medical examination to 
applicants within certain age limits, 
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Non-Cancellable 


Accidental Death - - - $10,000.00 
Monthly Accident Indemnity - 200.00 
Monthly Sickness Indemnity - - 200.00 


Annual Premium $123, Age 35, Select and Preferred Classes, 
Excluding First 30 Days of Disability 


FULL MONTHLY INDEMNITY OF $200.00 PAID 


FROM FIRST DAY OF DISABILITY, AND 
— THROUGHOUT THE EXCLUSION PERIOD, IF 
INCURRED 


HOSPITAL CONFINEMENT IS 





Life Pensions for loss of hands, feet or sight, or loss of one hand, one 
: foot or oneeye. Policy cannot be cancelled, changed, altered, amended 
or restricted after date of issue. 


YOU CAN SELL THIS POLICY 


Employers Indemnity Corporation 


E. G. TRIMBLLE, President 
KANSAS CITY, MO. 








NEW YORK CHICAGO 
80 Maiden Lane 837 Insurance Exchange 
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This is No. 14 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunitics. 

















Michigan Mutual Life Building 


Environment 


important for success. True, some 
along in spite of it, but they are few 


Good environment is all 


institutions seem to get 


and far between 


the Michigan Mutual. 


Detroit has ever been home of the 
spered and advanced, and is now a mighty 


Detroit has pri 


istrial ar nancial center. The Michigan Mutual has 
grow p in this environment. Constantly inspired by the 
: ess and spirit of its business and financial associates 
n the city, it presents to agents and general agents seek- 
ng the right mpany environment, an opportunity for 
growth, progre success and advancement. 


Michigan Mutual Life Ins. Co. 


J. JI. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 




















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its perents and includes waiver of 
premium in event of death or permanent tota) disability of the 
father, who as the benehiciary. Agents are enthusiastic over its 
wonder? ul selling features. If you are imterested, write for 
copy of “Maiang Dreams of Your Children’s Future Come 
our attractive proposition to agents 





True.” and 


J. R. RAILEY, Manager E. L. BLACK, State Manager 
South western waputeent P. O. Box 148 
@01-2 Mercantile Bank Bldg ’ 
Dalles. Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 


Les Angeles, California 

















seeking $2,000 or less insurance on life 
or endowment plans, who are found af- 
ter thorough inquiry and investigation 
to be first-class risks. Because of ex- 
isting legislation, this offer can not be 
made available for the present to resi- 
dents of certain states. Full details will 
be made known to you at the earliest 
opportunity, and this subject will be one 
of the important features for discussion 
at our forthcoming general agents’ con- 
ference in Chicago. 


Depend on Agents 


“The added responsibility imposed on 
our field organization by this plan, the 
careful selection of risks which it will 
entail, and the need on the part of the 
field man for a thorough knowledge of 
underwriting principles in general, and 
of the company’s underwriting practices 
in particular, fully justify the extending 
the use of non-medical plan to those 
agents only who have secured the neces- 
sary knowledge and training and who 
have qualified themselves to assume such 
responsibilities by successfully complet- 
ing the company’s educational course 
and receiving a certificate therefor. 

“A pioneer in educational training of 
its agents for their obligations to their 
company and the insuring public, the 
Connecticut Mutual is in a particularly 
advantageous position to undertake this 
new development of the business. Re- 
lying on the results of our continued 
efforts at educational training and on 
the same hearty co-operation from its 
field representatives that it has received 
in the past, the company is confident 
that this new undertaking will be carried 
through successfully to the material ad- 
vantage of the company’s policyholders, 
as well as its field organization, and that 
it will result in a wider distribution of 
the benefits of protection and in an ex- 
tension of the thrift idea, for which life 
insurance stands.” 


Benefit to Field 


In explaining the details of the new 
plan as so far formulated, President 
Robinson said that the Canadian life 
companies had been issuing non-medical 
insurance policies for the past three or 
four years and the plan was quite pop- 
ular. His company had studied the plan 
thoroughly, Dr. Joseph B. Hall, medical 
director, and Secretary Harold F. Larkin 
having made visits to Canada in the 
progress of investigation into the plan, 
and other investigations having been 
conducted by the acturial department of 
the company. 

There were often, he said, cases in 
which it was difficult to obtain the serv- 
ice of a doctor or surgeon to examine 
the applicant, particularly in small towns 
and in settled country districts 
and the necessary delay was also deter- 
rent. Under the new plan, the pros- 
pect would have to give a lot of detailed 
information about himself and his fam- 


sparsely 


ily history, and the campaign of edu- 
cation as pursued by the company will 
have taught the solicitor how to de- 


termine the physical condition of the 
prospect. In the case of women, they 
would be spared the embarrassment of 
a surgeon, frequently a stranger to 


them, making a physical examination. 
It was also felt that the omission of 

a medical examination, which many 

people obiect to. would inspire confi 


spect and tend to popular 


dence in a pro 
f The maximum amount 


ize life insurance. 

ol ow trance was intended to obviate 

peculation in life insurance and to keep 
view its principal purpose, that of 


protection and encouragement to thrift 
Mr. Robinson said that the management 
| of the company felt that the time was 
ripe for putting the apparently feasible 
t into operation and that the field 
me ind the policy holders generally 
would aprove of the new plan, as had 
the management of the company 
Vheents Mutual Mian 

The Phoenix Mutual Life plan is 
effective Jan. 1. It will apply to stand- 
ard lives only on amounts from $1,000 


16 $2,000 inclusive. Any life or endow 
plan will be written for ages 15 
inclusive. Disability will be con 
the maximum amount of dis 


ment 
10 45 
sidered if 


ability benefits have not already been 


|issued. Double indemnity will also be 


considered. After the maximum $2,000 
has been issued on the “selected risk” 


| application, the usual full medical ex- 


| amination will be required for additional 


| amounts. 
| plan the 


The Phoenix Mutual cafls tts 
“selective risk” plan, as it does 


| not waive entirely the medical examina- 


tion, reserving the right to call for an 
examination. The Phoenix Mutual also 
announces that it will not accept sur- 


| plus lines on this business, only policies 
| solicited by the regular Phoenix Mutual 


| is also required in each case. 


organization being written without med- 
ical examination. A personal interview 
Together 
with the announcement of the details 
of the plans, the Phoenix Mutual has 
sent out the following comment to its 
agents: 
Eliminate Cost and Delay 


Once again, we are to venture forth- 
to pioneer. Where, in the past, we hav« 
builded upon your trust and confidence in 
us, we are now to build on the trust and 
confidence we reponse in you. Beginning 
Jan. 1, 1925, the company plans to reduc¢ 
the expense of new business, conserve 
the time of its field counselors as well 
as of its client's, and in many other ways 
increase efficiency at the home office and 
in the field. by eliminating so far as is 
possible within definite limits, the trou- 
ble, expense, and delay of the usual med- 
ical examination. This does not mean 
that the company is preparing to insure 
all classes of risks, good or bad, without 
medical examination. It is far from be- 
ing that. The plan has been called “non 
medical insurance” in many articles on 
the subject appearing in the public and 
insurance press, but that term is some- 
what misleading. Rather it is insurance 
based upon selection made in advance of 


the medical examination. 
Is Selective Plan 
In the past, about 85 percent of al! 


eases submitted to us with medical ex- 
aminations have been judged standard 
risks by each of two separate processes- 
first by consideration of the information 
revealed by the applicant in his answers 
to questions, and second, by consideration 
of the purely medical information ob- 
tained by examination. It follows, there 
fore, that any additional facts revealed 
by the medical examinations were not 
actually needed in many of these cases, 
but simply confirmed the opinions al- 
ready reached through other information. 


Nevertheless, the medical examinations 
were absolutely necessary in the remain- 
ing 15 percent of the cases. Without 


them, we could not have classified thes: 
remaining risks as standard, substandard 
or uninsurable. Is it not reasonable to 
assume, therefore, that most of the trou 
ble, expense, and delay of medical exam 


inations can be saved if some plan can 
be devised whereby the exceptionally 
good risks can be separated in advancs 
from the borderline or doubtful cases 
Policies on the regular forms, at regular 
rates and with the regular dividends 
could then be issued to the good risks 


and only the borderline cases would have 


to be remanded for medical examination 
in order to determine their proper class! 
fication 


Set Certain Limitations 


apparent that in such 


wise to set age limits 
that the amount of 
comparatively low 
diseases 
they ar 


It should also be 
a plan it would be 
as well as to require 
insurance shall be 
At the older ages 
are likely to be 


degenerative 


present and 


dificult to discover except by medical 
examination whereas the impairments of 
younger persons are likely to show up in 
their weight, family history, or the re« 

ord of their past physical condition In 
other words, where the class of riska Ie 
definitely limited to a group containine 


normality 
can be ex 


high percentage of physical 
the preliminary application 
pected to reveal that the risk Is good 
therefore acceptable, or that it Is abnor 
medical 


and 


mal and should be subjected to 
examination Furthermore, it ia evident 
that, where the amount of the tnsuranc: 
is limited to not over $2,000 on perma 
nent plans of insurance, the chance for 
adverse selection or misrepresentation be 
negligible 

Above all, it should be remembered 


ted to exer 
initial mele. 
quired to tn 
written 
Murther 


agent will be 
judgement in 
tion of risks Iie will be re 
terview personally and give a 
opinion of each risk submitted 


that’ the 
cise good 


@x pes 


his 


more whenever an application show 
variation from the normal, whether It be 
height, weight, family history, record of 
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A. E. Sullivan 
State Supt. Indiana 
505 Lombard Building 

Indianapolis, Indiana 


' PEOPLE’S LIFE BUILDING 


OHIO 


The Peoples Life has entered the State of Ohio. 






This step is con- 


sistent with the splendid growth and progress that the Company 


is making. 


In this State we have an exceedingly large amount of choice ter- 


ritory available. 


For men, who believe in hard work—who are 


ambitious and who desire to represent a company that can give 
them salable policies and real service, the People’s Life has a place. 


If you believe that you are one of these men write E. 


1. Cotter. 


Assistant Secretary, today. We can show you that Peoples Life 
policies, service and cooperation will give you a decided advantage. 





Chicago, Illinois 


Address Home Office with reference 


to available territory in Illinois 


and Ohio 


A. M. Griffin 
State Supt. Missouri 
Baltimore Hotel 
Kansas City, Mo. 
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INTER: SOUTHERN LIFE BULLDING, 
OWNED BY THE COMPANY 





Eighteenth Year 
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Story of the INTER-SOUTHERN LIFE 


Loyalty —Wonderful Word 


Loyalty to a City costs nothing, and pays big re- 
turns. Look out for the chap who is disloyal to any- 
thing in your City. He will hurt you. He is injuring 
others, your neighbors and you. Any man who is 
disloyal to his own City, or any institution in it, will 
some day be avoided like a leper. No excuse can be 
offered that should be accepted. He must not be al- 
lowed to hide behind the cloak that some one else 
has injured him and he is getting even; or, that the 
institutions in his City are so small that they are not 
worthy of his loyalty; or, that the City is politically 
bad; or, that he is, himself, the embodiment of all 


the known virtues. There is no excuse for disloyalty 
to one’s own City, State or Country, and the man 
who undertakes to live by the side of loyal supports 
ing neighbors, should not be countenanced, patron- 
ized or permitted to exist in amy community 


What can be said of the man who is disloyal to his 
Company, if disloyalty to his City and its institutions 
is so reprehensible? 

We want an army of loyal salesmen, and this is 
our 


STATEMENT OF PROGRESS 


Total 
Adenitted 

Jan. 1 Assets 
1911 $ 326,508.78 
1914 1,719,228.64 
1916 4,506,612.89 
1918 4,664,170.30 
i919 . 4,820,779.76 
isze . 5,494,297 .S4 
1921 . 6,143,068.31 
DE eackucececceeseae 6.ST3,447.45 
isz3 . 7371,27427 
1924 . 10,464, 497 66 
1925—Jan 11,100,000.00 


JAMES R. DUFFIN, President 


IS A 


—— ———EE 


os 


GOOD COMPANY 


Reeerve and 

= Force Pasar balders 
$ 3,182,597.00 $ 271,952.57 
15,088,S38S.00 35U_ BSUS 
36,268,222 Ge 4,396, 139.55 
37,000,000. 00 4.342,606. 18 
37 800,000.08 4,583,678. 12 
45,569,851.00 S388, 4. 0S 
$7, 901,271.00 6,045,953. 2 
S9.204,20 1.00 é&7T3.290.06 
62,591,396. 00 7.332,928.21 
83,582,563. 00 1Q,391,747.T! 
101 500,000. 00 16,720,008. 008 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 
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COMPANY PLANS EXTENDED AGENCY EXPANSION 


OPPORTUNITIES 


WITH 


The Indianapolis Life 
Insurance Co. 
IN 1925 





MANAGERS FOR 


MINNESOTA 


Rochester 
Duluth 
St. Paul 


MICHIGAN 


Detroit 
Flint 


TEXAS 
Austin 


El Paso 
Amarillo 


FLORIDA 


Jacksonville 
Palm Beach 
St. Petersburg 
Tampa 


OHIO 
Cleveland 
Cincinnati 
Columbus 


ILLINOIS 


Rockford is 
East St. Louis 


INDIANA 
Evansville 


A Real Opportunity If You Are Seeking A General 
Agency Connection An Can Measure 
Up To The Requiremeets 


WORKING TOOLS: 

A Purely Mutual Company in its 20th year. 

$47,000,000 Insurance in Force. 

Low Initial Premiums, reduced by large annual divi- 
dends, resulting in Lowest Net Cost. 

Satisfied Policyholders, and 

A Clean and Wholesome Record all the way through. 

Splendid co-operation from Home Office and Field. 

Modern policies that sell, including Child’s Endowment. 

In 1924 the Company paid an EXTRA DIVIDEND of 
20% in addition to the regular dividend. 


An average of 26% increase in dividend scale of 1925. 


QUALIFICATIONS: 
Under 40 years of age; 
College Graduate preferred; Only experienced L ife In- 
surance men, who have established successful 
rcords in either personal sales or agency building 


good health ; 


considered. 
For personal interview write to Home Office. 


JOE C. CAPERTON 


AGENCY MANAGER 

















past physical condition, 


| spend in 
| tions, 


| the experience of some of 


| known 


etc., the com- 
pany will always be at liberty to ask for 
a medical examination. 

Last year about 6,000 policies of not 
more than $2,000 each were issued, so it 
is reasonable to assume that next year 
there will be no little saving in medical 
expenses alone. But after all, that is 
only a small part of it. Think of the 
time saving! 

All the time you would ordinarily 
arranging for medical examina- 
in making new appointments when, 
for any reason, the first appointment 
could not be kept, in bringing the pros- 
pect to the doctor or the doctor to the 
prospect, etc., will be released for active 
solicitation of other prospects. Your 
time study should show an increased 
value for each working hour, especially 
if the time thus saved is wisely employed 
toward securing applications for larger 
amounts of insurance. 

On the other hand, the time of your 
prospect will also be conserved. He will 
not have to give up three-quarters of 
an hour from a busy day or an evening 
from his fireside. Think, too, of the time 
saving at the home office where tha 
medical department will be relieved of 
pressure and its personnel given the op- 
portunity to concentrate their thought 
and study on those cases where the opin- 
ion of a medical advisor is absolutely 
necessary. 

Of course, you will appreciate the 
that the new plan is not in itself 
argument. Can you think, 
a more effective means of overcoming 
natural sales resistance? Have you not 
lost cases where the prosnect' had an in- 
herent though groundless, dread of a 
medical examination? Have you not lost 
other cases because the prospect and the 
doctor could not be brought together 
without considerable inconvenience to 
the former at least, and possibly to both? 
And think how the area of your opera- 
tions can be extended, especially in rural 
districts where the doctor cannot be 
reached as easily as in the city. 


fact 
a sales 
however, of 


Experience Satisfactory 


This “Selective Risk” plan is not new 





and its soundness has already been tested | 


by actual experience. It has been in 
successful operation in both England and 
Sweden for many years, and has been 
used in Canada since 1921. In England, 
the oldest, 
conservative and most widely 

companies goes back over 25 
years and has been so favorable as to in- 
duce them to _ steadily increase the 


most 


amount of the insurance available and 
to become more liberal in the kind of 
policies issued. In Canada the experi- 
ence is more recent but is apparently as 
good as that of the English companies. 

There is apparently every evidence 
that these Canadian companies are satis- 
fied with a comparison of their actual 
mortality with their expected to date. 
Each of the companies has watched its 
mortality experience closely and it is 
interesting to note the general opinion 
that, on the whole, the mortality experi- 
ence is as good, and perhaps better, than 
the mortality of lives which were medi- 
cally examined. Evidently, applicants 
reply vo the questions with greater care 
because they realize their insurance con- 
tracts are based on the truth of their 
answers and not upon the ability or re- 
sponsibility of examiners to detect any 
physical impairments. 


Milwaukee Thrift Week Plans 


Plans for the annual observance of 
Thrift Week in Milwaukee, Jan. 17 to 
23, call for use of the radio as one of 
the chief instruments of propaganda. 
Every conceivable means of publicity, 
including windshield stickers, posters, 
newspaper stories and contests, window 
displays, school, church and club talks, 
visits to downtown banks by school 
children, and the radio will be utilized to 
drive home the message of thrift. 

Clifford L. McMillen, home general 
agent for the Northwestern Mutual Life 
will direct the Life Insurance Day pro- 
gram, which will be observed on Jan. 
20. . H. Puelicher, president of the 
Marshall-Ilsley Bank and past president 
of the American Bankers Association, is 
general chairman of the Thrift Week 
committee. 


Connecticut General Convention 


During the last week in December, the 
Connecticut General Life will hold a 
convention at the home office to be at- 
tended by all agents over the country. 
On Dec. 29 a banquet will be heid at 
the Hotel Bond for all agents and home 
office officials, with Strickland Gillilan 
of Baltimore, the poet-humorist, as the 
featured speaker. The two-day session, 
Monday and Tuesday will very largely 


be given over to discussion of field 
problems and home office announce- 
ments. 
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NO ONE POLICY WILL FIT ALL 
CASES THE INSURANCE SALESMAN MEETS 


a 








HILADELPHIA, PA., Dec.23.— 
A leading authority on life insur- | 


ance salesmanship in this city 


| makes a strong plea against the adop- | 


tion of any one form of policy, with 
the idea of making | it stick on every risk. 
“You cannot say,” said he, “that an 


| income contract providing an adequate 


income for five years, is always better 
than one guaranteeing a much smaller 
income for the life of the beneficiary. 
Each case must be decided upon its own 


| merits, and even if the insured can only 


carry a very small amount of insurance, 
one can’t say in advance that the income 
for life would not be applicable. 


Case Used in lllustration 


“There are times when it would be a 
mistake to sell any insurance on the 
income plan, or to put the funds in 
trust. I have in mind the case of a 
widower with two children who married 
a very fine young business woman. In 
the case of a woman of her character 
and ability, it would certainly be a mis- 
take to tie up the life insurance funds 
She was well able to take care of her- 
self, and it is certain that she would use 


the insurance funds in the care and 
education of the children. 
“So much has been said about the dis 


sipation of insurance funds as to almost 
be an indictment of the life insurance 
business as it has been conducted. It 
is said that the average insurance estate 
is dissipated in seven years. When you 
consider that the average policy is less 
than $3,500, that speaks mighty well 
for the judgment of widows and 
orphans. It stands to that if 
dependent upon the a small 


reason 


proceeds of 


policy, the beneficiary must ‘go into’ 
the principal. If a $3,500 policy helps 
her out over a period of seven years, it 
has done a mighty good piece of work. 


Big Place for Short Term Income 


There is certainly a big place for the 
short term income policy. An adequate 
income for five years gives an excellent 
chance for the widow to get adjusted 
to new conditions, to get into work 
suited to her, and to climb to a position 
which pays more than a beginner's wage 
before the income stops. But again 
there might be a case where the bene- 
ficiary could not be expected to go to 
work and where the contributions of 
relatives would have to be counted upon 
sooner or later to keep things going. In 
this case, knowing that the relatives are 
willing to do this, might not it be better 
to provide a small permanent income, 
which, together with the weekly con- 
tributions of relatives, would make life 
comfortable? Might it not be unwise 
in such a case merely to postpone the 
day of readjustment by continuing an 


income for a short period of years 
which would enable the beneficiary to 
live in the accustomed style and then 


be cut off from al! funds completely? 
“The point I’m trying to make is that 
each of these policy forms fits in some 
No always better than 
all others. From the lump sum to lite 
income there is a vital need for eacl 
kind—in its place The agent cannot 
determine which is the option l 


cases. one 158 


ne ede 


until he knows all of the important 
facts about the assured and his bene 
ficiary.” 
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Continental’s Non-Cancellable 


Health and Accident Business 
Increased 25% in October!!! 


Why? 


Because its new Non-Cancellable 
Disability Policy pays full monthly 
indemnity from the first day for 
hospital confinement. 


For details see a Continental! 
Representative, or 


Address 


Continental Casualty Company 


CHICAGO 





The 
MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
Columbus, Ohio 


, 


““Tts Performances Exceed Its Promises’ 


WHY? 








General agency opportunities open in 
Michigan, Indiana, Pennsylvania, 
Maryland and West Virginia. 


Write the Agency Department now. Your letter treated 
as confidential. 


(Never contested nor compromised a claim) 

















Price $1.00 for 1 


For Xmas. 


Give Life Insurance Record Books. 
Here is a book that is of practical 
use to your client and as such will 
be appreciated and used. 


Life Iusurauce 


The Life Insurance Record book is 
designed to fill a long-felt need—a 
place where a man can keep a com- 
plete record of his insurance. The 
book provides and keeps a record 
of the following: 


Premium and due dates 
Net cost, year by year 
Emergency Cash or Loan Values 





It gives you an opportunity to audit 
his insurance and get the benefit 
thus obtained. The Record book is 
of convenient size—it fits the pigeon 
hole of your client’s desk—it will be 
in constant use and your name will 
be before him the year ’round. 


.90 in lots of 25 
80 in lots of 50 
.65 in lots of 100 


In lots of 25 or more, your name will be printed on fly leaf without extra charge. 


I would like to examine a Life Insurance 
Record Book. I enclose $1.00. If | am not com- 
pletely satisfied I will return the Book and 
my money will be cheerfully refunded. 


E. L. KAUFMAN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 


Chicago, Ill. 
Telephone Wabash 3933 








| Capital $200,000 





HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


| I. A. Morrissett, Vice-Pres. 


DAYTON, OHIO 
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MANY PROBLEMS IN HANDLING TOTAL 
AND PERMANENT DISABILITY CLAIMS 











By GEORGE H. WILSON 
General Counsel Fidelity Mutual Life 


HE problems that arise in the han- | criticism could have been made with as 


dling of total and permanent dis- 

ability claims are not easy of solu- 
tion. It is seldom or never difficult to 
determine whether a disability is total, 
but whether it is both total and perma- 
nent—there’s a problem. In every case 
there is need of medical opinion. Ex- 
perience proves that doctors differ in 
their opinions. Some say it is and some 
say it isn’t. It matters not that he, 
whose duty and responsibility it is to 
admit or reject the claim, wishes to do 
justice, for there he sits, torn with con- 
flicting doubts and opinions as to what 
is justice. You will realize, therefore, 
what great need there is for some device 
to rescue us from such a dilemma. The 
so-called 90-day clause performs that 
function. That clause provides that if 
the disability has been total for 90 days, 
it will be presumed to be permanent. 
This clause in Fidelity policies is not in 
terms a waiting period. It does not 
mean that a claim wil) never be admit- 
ted until disability is proved to have 
been total for a period of 90 days. 

The 90-day clause is of recent origin, 
having come into use within the last two 
or three years, but in handling Fidelity 
claims the principle of that clause is ap- 
plied in all cases where it will relieve 
us of the dilemma previously mentioned, 
whether or not the clause is contained 
in the policy. 

Some Temporary Cases Creep In 


The Fidelity, in common with all com- 
panies using the 90-day clause, has 
found that it sometimes results in allow- 
ing benefits for temporary total disabil- 
ity. Hence, the criticism that the life 
companies have encroached on the field 
of health and accident insurance. This 


much force before as after the intro- 
duction of the 90-day clause, because, 


by the very nature of the risk insured | 


against, it often turned out, through 
error of judgment, that benefits had 
been allowed in cases of temporary total 
disability. 

It was no part of the intention of our 
company, when designing the total and 
permanent disability benefit provisions 
of its polices, to use them as a cover 
for engaging in the business of health 
and accident insurance, and agents are 
enjoined not to represent them as giv- 
ing health and accident coverage. And, 
on the other hand, they are requested 
to make plain to your prospects and pol- 
icyholders that, when claim is pre- 
sented, the inquiry of the company must 
always be: Is the disability both total 
and permanent? 


What Terms Really Mean 


It has been well said that: “The word 
‘total’ is used to make it clear to the 
insured that the benefits will not be pay- 
able if he is only partially disabled, and 
the word ‘permanent’ is used for the lack 
of a better word, to indicate that the 
disability insured against is not dis- 
ability of a temporary nature, such as 
measles, pneumonia, etc., from which 


the majority of patients recover after | 


a more or less extended illness. If the 


word ‘permanent’ were read 
‘lasting for the remainder of life,’ the 


benefits could not be paid until after | 


death, for no one can tell, until the in- 


sured’s death or recovery, whether or | 


not he will recover from any particular 
disability. The social need for the pay- 


ment of the benefit during the insured’s | 


to mean | 


| inability to earn an income would, in 
| these circumstances, be defeated. The 
disability benefits which the policy- 


| holder expects and desires are for him- 
|selfi—not for his heirs or his bene- 
| ficiary. It follows then that there must 
| be a determination by the company that 

the disability for which the policy- 
| holder makes claim is of something 
}more than a transitory nature—a pres- 
ent disability which, so far as can be 
reasonably determined, will 
| continue.” 


Liberal Policy Followed 


There have been many cases where 
we have gone beyond the provisions of 
the policy in order to avoid injustice 
to the insured. Indeed, we always 
allow the benefit as of the date the 
disability occurred, instead of as the 
date proofs are filed or accepted, where 
the facts of the case warrant our so 


doing. Therefore we have decided, at 
the next revision of our policies, to 
provide that the benefits shall be al- 
lowed as of the date the disability 


occurs, instead of the date of filing of 
| proofs, as is now the case. 

From what I have said I would not 
have you gain the impression that we 
habitually ignore our policy contracts 
|to give a benefit to the insured when 
he is not entitled to it by the terms of 
the policy. That is not the case at all. 
But I would have you believe that we 
will not adhere to a technical, literal 
construction of the contract, where by 
so doing an absolute injustice would be 
accomplished. We consider ourselves 


holders and our constant aim is to deal 
fairly with them; and this, in the vast 
| majority of cases, is best done by adher- 
ing strictly to the provisions of the 
| policy. 

Field for the Agent 

The other side of the picture is this 
| Liberal treatment, based on considera- 
tions of justice and fair dealing in those 


| will never be enough to satisfy those 


policyholders who, through ignorance, 


| misunderstand their policies and who 
| persist in pressing claim for every tem- 
| porary ailment that partially or totally 


disables them for a few weeks or a few 
months. Here is a field in which the 
agent can be of great service to the 


| company and the public, by reducing the 


number of such policyholders, and the 
disappointment, dissatisfaction and ex- 


| pense resulting from the handling of re- 


probably | 


jected claims. How can the agent do 
this? The answer is, by never selling 
disability insurance as a substitute for 
health and accident insurance; by never 
representing to the prospect that dis- 
ability insurance will do as much or 
more for him than health and accident 
insurance—the two things are very dif- 


| ferent and should not be compared in 


the servants and trustees of our policy- | 


Keystone State” 


this way; by fully explaining to your 
prospect exactly the kind of coverage 
he is entitled to when you sell him dis- 
ability insurance. This is certainly a 
right thing and not a hard thing to do, 
and it would seem that the company 
has a right to expect that every agent 
will do it. To expect less is to tacitly 
admit, it seems to me, that the business 
is not conducted on as high a plane as 
it should be. 


Many Tuberculosis Cases 


Our disability experience, covering a 
period of more than 27 years, shows that 
approximately 34 percent of all admit- 
ted claims were due to pulmonary tu- 
berculosis. I think it safe to say that 
the majority of these claims were from 
young men and women who, at the time 
they were insured, were under average 
weight, and. whose family history was 
indefinite or not A-1. It would seem 
that the lesson to be drawn from this 
is that you should not solicit for dis- 
ability insurance young men and women 
of under average weight, and particu- 
larly if their family history is not A-1. 
The company has begun to tighten up 
a bit along this line, and you must fol- 


cases where it can properly be extended, | low suit, if you are to avoid rejections. 
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in 1623. 


Franklin. 
Today, 


Andrew 
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It was not, 


The Keystone State 


Verrarzano first explored the shores of the Chesapeake and 
Delaware in 1524, and the Dutch began trading along these shores 


our financial ship of state in another period of trans- 
cending importance is guided by another son of Pennsylvania, 
Mellon. 
Although noted for the wealth of her mineral deposits and 
manufacturing industries—2/3 of the land of Pennsylvania is under 
cultivation—hay, Indian corn, grain, fruits, and tobacco being the 
principal products. 
Pennsylvania surpasses all states in the value of mineral prod- 
this includes coal, iron ore, petroleum, limestone, etc. 
Over 27,000 manufacturing plants employ over 1,300,000 people. 
The principal plants being in the Historical Quaker City, Phila- 
delphia, and in Pittsburgh, 


however, until 1680 that William Penn received a 
grant from the crown forming the present state of Pennsylvania. 
From that day until this, history records on its romantic page 
the important part Pennsylvania and her people have played in 
the development of these United States. 
In those stirring Revolutionary days the finances so essential 


to our success were handled by Robert Morris and Benjamin 


“workshop of the world.” 


Royal Union Life 


Insurance Company 


PHILADELPHIA BRANCH OFFICE 
Richard W. Brooks, Agency Manager 
Suite 708, Finance Building 


Philadelphia, Pennsylvania 
H. A. Ellmaker, Cashier 


PITTSBURGH BRANCH OFFICE 
Theo. J. Schaub, General Agent 


11th Floor, Fulton Building 
Pittsburgh, Pennsylvania 
Clara M. Mussler, Cashier 














Paid to Policyholders, Over $17,000,000.00 






Insurance in Force, Over $125,000,000.00 
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| SOME RECENT COURT CASES THAT | 
INVOLVE LIFE INSURANCE 








Where life policy provided no particu- 
lar form of death notice any method that 
informed insurer of fact held sufficient. 
Death of insured before premium note 
delivered to insurer held not to void 
policy. In Aetna Life vs. Duncan, su- 
preme court of Arkansas, 264 S. W. 835, 
the plaintiff brought an action on a 
policy for the death of her husband, 
Jerry C. Duncan, for $6,000. The com- 
pany denied liability on the grounds, 
first, that due notice and proof of death 
had not been given, and second, that the 


policy had lapsed at the time of the in- 
sured’s death. 

The evidence under the first conten- 
tion showed that the policy did not re- 


quire any particular form of notice of 
death, and that the attorney for the 
beneficiary had notified the home office 
of the insured’s death. Further that the 
home office had wired its general man- 
agers that they would be advised fully in 
respect to the claim. In holding this 
notice sufficient the court said: 


Notice of Death Held Sufficient 


“The policy required the appellant 
[company] to pay the amount named 
therein ‘upon receipt at its home office 
of due proof of death of Jerry C. Dun- 
can’. The policy does not require that 
proof of death shall be made in any par 
ticular manner, or at any particular time 
No method is specified for making the 
proof. In the absence of a specific 
quirement of the policy as to a particular 
method to be pursued, any method 
sufficient which serves to bring to the 
insurer notice and proof of the death of 
the assured. 

“The testimony of the appellee's 
[beneficiary] attorney to the effect that 
he had written the appellant at its home 
office notifying it of the death of Dun- 


re- 


1s 
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Royal Union_“a Keystone Company” 


Pennsylvania is called “The Keystone State” because of the central position it occupied among the colonial 
colonies—and because of the dependence placed upon her during the Revolution for men, money and support— 
history records her delivering in a manner becoming her heroic people. 


which “cooperation” 





can, and offering to make neil as of 
death in any way demanded and asking 
the company ii it intended to resist the 
payment to the beneficiary of the 
amount claimed under the policy, to- 
gether with the telegram of the com- 
pany to its general managers stating that 
it would advise them fully within a few 
days what to do with the Duncan case, 
proves conclusively that the company 
had notice of the death of Duncan at its 
home office.” 
Evidence Under Second Point 


The evidence under the second con- 
tention i. e. that the policy had lapsed 
at the time of the death of the insured, 
was in effect as follows: 

The policy had been allowed to lapse 
and negotiations were under way for its 
reinstatement. With this in mind Dun- 


can, on May 23, sent the general agents 
of the company his check for $25, as part 
payment of the reinstatement premium 
and offered to sign a note for the balance 
of the premium. This offer, it seems, 
was accepted by the company, and the 
policy was reinstated on condition that 
the balance of the premium be paid 


Pursuant to this agreement the gen- 
eral agents of the company sent Duncan 
a note to be signed for the balance of 
the premium. This note was signed by 
Duncan about 12:00 o’clock on June 17, 
and Duncan was killed instantly that 
day between 12:30 and 1:00 o'clock. The 
note was subsequently given to the com- 
pany’s agent, and with the check here 
tofore mentigned, was retained by the 
company until suit was brought on the 
policy. In holding the policy in force 
and that the non-delivery of the note 
until after the death of Duncan was im- 
material, the court said: 

“The above undisputed testimony 
shows that Duncan’s offer to the com- 


on 


NO NOL NOL NOL NOL Ne, 


pany was to pay $25 in cash, and to sign 
a note tor the balance of the premium, 
if the company would reinstate his 
policy. The company accepted the $25, 
and reinstated the policy, and Duncan 
signed the note for the unpaid premium 


. rhe death of Duncan before 
the note was actually delivered was 
wholly immaterial, because his act in 


agreeing to sign the note and in signing 
same as effectively bound his estate for 
the payment of the unpaid premium as 


it the same had been delivered to the 
company before, and not after his 
death.” 

| oe 


Representations in Regard to Physical 
Condition Not Material Where Insurer 
makes Independent Investigation.— JT} 
assured, on an application for insurance 
made certain representations. The 
pany made a further examination 
his condition and made investigations 
for two months after the application was 
filed. The court held that no conscious 
fraud on the part of the applicant could 
be inferred from inaccurate answers 
Under the circumstances it is to be pre 
sumed that the company relies on the 
information acquired by its own investi 
gation rather than on the rep 


con 


as t 


resentation 


made in the application. The judgment t 
in favor of the plaintiff was affirmed 
There is strong dissenting opinion te 
the effect that the network of misrepre 


sentation made in the application for the 


policy, rendered the policy void. South- 
eastern Life v. Palmer, Sup. Ct. S 
Carolina. Decided Oct. 4 
x *x* * 

Waiver Provision of Loan Agree- 
ment.—\\ here the pohe provided t t 

“*hin three months after any default 

1] ent <« premiums but not later 
the owner mit a (a) Toa 
cep he cash rrender value or b) 
have insurance tor the tace amount 
this policy. or (c) to purchase non-par 
ticipating paid up insurance, and whe 
the owner had detaulted and had tail 
to elect to take under options (a) or { . 
and the defendant ascertained the 


RO TOM OM OR OE OO OOO OOOO a 


KEYSTONE—“A force upon which associa- 
ated things depend for support.”—Webster. 


The Royal Union we like to feel, is a “Keystone Company” 


pend upon its “support 


In Pennsylvania where diversity of income from agriculture, lumbering, shipping, mining, and manufactur- 
this cooperation is helping Royal Union agents produce a steadily increasing volume 
Manufacturing establishments alone in one year expended over $1,700,000,000 in wages 


ing make “business good,” 
of business. 


And in the future as Pennsylvania will always be 
“Keystone Company”—“a force upon which those associated with it may depend for support. 


Royal Union as a 


ROYAL UNION LIFE 


‘The Keystone State” 


Sso 


because those agents a 


” and cooperation so essential to their success. 


INSURANCE COMPANY 


Des Moines, lowa 


A. C. Tucker, President 


ale ea ele eievey 


y i We 


Wm. Koch, Vice-President 


D. C. Costello, Secretary 


ciated with it can de- 


so is it our purpose to build the 


amount due under option (b), held that 
the defendant had acted properly in 
pursuance of a valid agreement. Kim 
ball vs. New York Lite Sup. Ct. Ver- 
mont Decided Oct. 11, released Novy. 

1924 

o£ a 

Attempt to change beneficiary in pol- 
icy.—The fiancee of the deceased, who 
was a widower, contended that she and 
not his minor daughter was the benefi- 
ciary of his policy. The daughter had 
been so designated, but he had made a 
request, according to the rules laid down 
by the company, that his fiancee be so 
named. His name was written in this 
request on a typewriter. The company 
stamped its approval of the change of 
the beneficiary on the policy, although 
the policy contained a provision to the 
effect that no change in any of its pro- 
visions should be valid unless the ap- 
proval of the company was “endorsed” 
thereon. Rem. Comp. Stat. par. 7033 
(P. C. par. 2909) defines an insurable 
interest in the life of another to exist,” 
when the beneficiary, because of rela- 
tionship, either pecuniary or from ties of 
blood or marriage, has reason to expect 
benefit from the continuance of 
the life of the assured.” Held that the 
insured had directed his name to be 
typewritten or had accepted that signa- 
ture as his own; that the place where 
the endorsement was put was not mate- 
rial if the signer intended it as his own; 
that the statute does no more than de- 
fine an insurable interest, and since a 
person always has an insurable interest 
in his own life, he may insure it for the 
benefit of any person he sees fit, in this 
his fiancee. Buckner v. Ridgely 
Protective, Sup. Ct. State of Wash. De- 
cided Oct. 10. 


some 


Case, 


Vernie H. Chasey, general agent for 
the Rochester life department of the 
Aetna Life, has been also appointed gen- 
eral agent for the accident and health 
department and will have equal privileges 
with the Rochester branch office repre- 
senting the casualty divisions of the 
Aetna companies. 


J ee ee a 
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Two Gratifying Developments 


Tue publishers of THe NATIONAL UN- 
take 
the 
for another year is now 
Some ago they 
most vital thing in life insurance has to 
liberality of con- 


variety 


DERWRITER especial pride in two 


compilation of which 
well under way. 


realized that the 


publications 
years 
net costs, 
the 


several hundred new and old 
about and secured 


do with 


tracts and great of forms 


offered by 


companies. They cast 


the rights to the publication issued by 
E. G. Wess called, “Comparisons Sim- 
plified.” This they expanded into a 
complete statistical text book for life 
insurance, covering every phase of the 
intricate and technical features asso- 
ciated with cost and policy contracts. 


Today the Unique Manual-Digest stands 
alone as a complete treatment and a cur- 
year year of the 
that take place in the 
rates, values and practices of 
300 companies. Within a few 
“Comparisons Sim- 
SAMPSON 


rent history from to 


many changes 
policies, 
nearly 

years after acquiring 
they acquired 


plified” the 


Dawe publications and consolidated the 


well known “Unique Manual” of Mr. 
Dawe with the “Policyholders Digest.” 

They also took over the Little Gem 
Life Chart, at that time a bulky and 


out grown vest pocket synopsis in an- 
other form of the information contained 


in the larger book. This they reduced 
to the proper vest pocket size and adding 
some new features which had not yet 
been incorporated in any vest pocket 
book, put it on the market in competi- 
tion with other well established works. 
This was only six or seven years ago. 
When the book was taken over about 
5,000 copies were issued. The coming 


year some 40,000 life insurance salesmen 
will use the Little Gem in their daily 
work, 

In the growth of THe Nationat Un- 
DERWRITER’S there are in 
which the publishers take greater pride 


services none 


than in these two companion annuals, 
the Unique Manual-Digest and the Little 
Gem Life Chart. 


Human Interest in the Claim 


human in 
claim paid the GREAT 
Chicago to the Toma 
Toma 


carried a business 


THERE story of intense 
terest 
Not 
HAWK-KRaFT 
hawk, Wis., 


le insurance 


Oral Bacut 


sa 
the 

Lirt 
Paper Ci 


in by 


THERN ot 
MPANY of 
which 
policy on its president 


Here 


untry 14 


was a man who 
He 
Was energetic 

He 
ompany 
to 
ness insurance 
He was 


las a result of 


-Wu 
came to thi ce years ago 
Norway, 
becam« 


Its 
the 


the president of the paper ¢ 


director gnized his worth 


S rec 
concern and took out bus 
thrown 
the 


tor 


modest 


Interested in 


s interested in a con 
the 


TuHai the public 


test or race is demonstrated by 


out 
ap 
All 


have 


who } ave 
the 


single 


stories told of men gone 


records in ber of 


num 


taken in a month. 


plications 


bear witness to the fact that they 


endeavored to create 4 public in 


A reé 


only 


de ep 


terest in what they 


were 


of real reflects not on 
but on his community 

the 
keen 


placed their shoulders to the 


ord merit 


the man himself, 


In the smaller places particularly 


interest these contests 
rhe 


wheel, moved to an extent by a patriotic 
. the 


in Was very 


people 


impulse to home bacon for 


bring 
eir town 


as the country of golden op- 
portunity, is exemplified the 
of Mr. Bacne-Wnc. It 

what anyone possessing intelligence, 


(America, 
in brie! 
career shows 
en 
this 
time 
to 


untimely 


thusiasm and vision, can do in 


country in a short 
Life 
he al 
death. 


tie 
Inte 


more 


comparatively 


insurance his case stepped in 


the breach caused by an 


Agents who are selling business 


insurance are doing much to render 
stable, 

to im 
and embarrassment in case of 
This 


underwriter 


partnerships and corpora 


tions, and protect them against 
pairment 
the death 
1 service of 


be 


of an important factor. 


which the 


Ss a 


ustly may proud 


the Contests 


hese contests at least teach one les 
son, and that is the wonderful reserve 
power that a man has on which he can 
draw in an emergency. The men who 
have been engaged in these contests say 
that one would not desire to keep 
up the strenuous pace. However, they 
are convinced that by putting on a 
little more steam they can accomplis] 
tar more than they ordinarily do. An 
agent may not go out to break a record 
He can, however, work 50 percent 
harder than he usually does and get 
wonderful results from it. Very few 
men in any line of endeavor are utiliz- 


ing their powers to the fullest extent. 
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Mrs. Gertrude W. Lundgren and Mrs. 
Esther §. Mahar of Burlington, Ia., are 


two successful representatives connected 


with the Davenport, la., general agency 
of the Penn Mutual Life, in charge of 
Frank H. Perry. Mrs. Lundgren, who 
has been a member of the Davenport 
agency since 1913, is a persistent pro- 
ducer, having secured business each 
month in which she has been able to 


work, with a steadily increasing volume. 
In addition to her life insurance activ- 
ities, she has a family to care for, and 
also has devoted a great deal of her time 
to public affairs. For several years she 
was physical director of the schools of 

3urlington, and until recently she man- 
aged a concert company. She is giving 


her entire time to life insurance now, 
however, outside of family requirements. 

Mrs. Mahar has repre sented the Penn 
Mutual Life for six years, and is a 
capable and a high type of representa- 
tive. She also has home duties to oc- 
cupy a good part oi her time, but her 
business is first class in quality, and is 


increasing in amount. Her general agent 
expects her to become a large producer. 


W. W. Klingman of the Equitable 
Life of New York was given a surprise 
early this month in the form of an espe- 
cially arranged meeting attended by all 
his assistant managers, district managers 
and field assistants, to which Agency 
Vice-President Frank H. Davis was also 
invited. A life size portrait of himself 
was presented to Mr. Klingman by the 
members of the organization, George D. 
Hedding making the presentation. This 
plan was conceived early this year as 
an expression of the esteem in which 
Mr. Klingman is held by his colleagues. 
Agency Vice-President Davis closed the 
meeting with a tribute to Mr. Klingman 
and his entire organization. In the even- 
ing Mr. Klingman tendered a dinner and 
dance to the members of the agency. 


Clifford T. Vermillion, one of the lead- 
ing life underwriters of the country and 
special representative with the Bruce 
H. Whitney agency, Milwaukee, repre- 
senting the Mutual Life of New York in 
Wisconsin and upper Michigan is about 
again after having submitted to an oper- 
ation for appendicitis on Dec. 1. Mr. 
Vermillion spent several hours at his 
office last week but will not actively re- 
sume work until after the holidays. He 
is doing as nicely as could be expected 


but is still very weak. 

Albert H. Eckhardt, president of the 
Farmers and Merchants Bank of Me- 
nomonee Falls, Wis., died at his home 
there following a five-day illness with 
mpneumonia. He was 55 vears old. Mr. 
Eckhardt was well known in life insur- 
ance circles in Wisconsin, having been 
state agent for the Connecticut Mutual 
Life in Milwaukee for more than nine 
vears. He organized the bank in 1908, 
becoming cashier, and later purchasing 


the controlling interest. 


Charlies B. Richardson, 


general agent 


at Richmond, Va., for the Massachusetts 
Mutual, has been appointed state chair- 
man of the Thomas Jefferson memorial 
foundation by Governor Trinkle In 
that capacity he will direct a drive in 
Virginia for funds for the purchase of 
Monticello, home of Jefferson, which is 


to be converted into a national shrine. 


old 
the 


“throw 
and he 


prove rb, 


Nile 


Apropos of the 
a lucky man into 
comes up with a fish in his mouth,” 
Edward P. Jones, the Penn Mutual 
Life, recently lost his overcoat at a foot- 
ball game in Philadelphia. The tinder 
ot the coat identified the owner by some 
life literature in the pocket. which he 
read carefully He was much im 
pressed that, upon returning the «ar 
ment, Mr. Jones sold him a $4,000 pol- 
icy Curiously enough, the Fidelity 
Mutual Life, of Philadelphia, re 
ports an interesting coat episode A 


ot 


so 


also 


his over 
The pro- 
pocket a Fidelity 
and traced the 
Fidelity head office. 
the bravest women agents in 
is Miss Ernestine Daves, of 
Mutual Life agency at 
Louisville, Ky Miss Daves was criti- 
cally injured in an automobile accident 
about the middle of November and even 
now has not fully recovered. Deter- 
mined to make November a_ banner 
month, she kept in touch with pros- 
pects by phone and closed business 
successiully that she was the leading 
producer in that agency for the month, 
although suffering keenly and unable 
to raise her head from the pillow. 
Frederick W. Burlingham, the well 
known agent of the Mutual Benefit Life 
in Chicago, died last week at his home 
in Winnetka, Ill. Mr. Burlingham was 
a graduate of Harvard Law School in 
1894 and practiced law in Chicago for 
time. He was a former president 
Harvard Club of Chicago. 


Harry R. Cunningham, president of 


N. Y., left 


in Utica. 


resident of Utica, 

in a restaurant 
prietor found in a 
memorandum book 
owner through the 


coat 


One of 
the country 
the Fidelity 


so 


some 
of the 


the Montana Life, gave a talk last Sat- 
urday afternoon over the radio under 
the auspices of the Northern Pacific 


Mr. Cunningham spoke on his 
topic, “Montana.” He waxed 
and was in his best form. 


Railroad. 
favorite 
eloquent 


Wisconsin life 
underwriting circles has been brought 
to light at La Crosse, Wis., with the 
discovery that John L. Brahmer, local 
representative of the New York Life 
wrote a policy on every member of the 
organization immediately after retiring 
as president of the local Lions Club 
The 52 applications secured from the 
Lions amounted to about $140,000 of 
insurance. 


A unique record in 


Beginning Jan. Dr. Carlton B. Mc- 
Culloch, who was a candidate for gov 
ernor of Indiana this year and a widely 
known Indianapolis physician, will give 
up his general medical practice to de- 
vote all of his time to the medical de- 
partment of the State Life. Dr. Mc- 
Culloch has been devoting a part of his 
time chief medical director for that 
company for the past 22 vears. The 
business of the company has grown to 
such an extent that it has become neces- 
sary for him to de vote all of his time 
to its pa ay and as a result he has de 
cided to te from general prac- 


tice 


as 


\ telegram to Sylvia Sage, the brand 
new daughter of John D. Sage, presidext 
the Union Central Life, reads 
“Svivia Sage meet Bennett Barton, 
born Dec. 12.” Bennett Barton the 
son of W. E. Barton, assistant manager 
of the Union Central at New York, and 
grandson of Charles B. Knight, well 
known general agent of that company in 
the eastern metropolis. 
Schneider, 
in 
has 
THE 


is 


author of 
Life Insur 
had a wide 


NATIONAI 


x i & 
“Twenty-Four Lessons 
ance,” a book which 
sale and is published by 
UNpeRwriterR, has been promoted from 
assistant manager at Steubenville, O. 
to manager of the Metropolitan for the 
newly created district at New Phila- 
delphia, O. Life insurance men who 
have read Mr. Schneider's book will 
not be surprised at his promotion by 
the Metropolitan, since he shows in the 
book his thorough knowledge and 
mastery of life insurance and salesman 
ship. 

John E. Keene, who retires from the 
management of the Aetna Life at 
Peoria, Ill, the first of the year, com 
pleted 40 years service as general agent, 
Oct. 1. In 1884, he became associated 
with R. W. Kempshall, who was then 
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manager for the western general agency. 
In 1904, Mr. Keene assisted in the 
consolidation of the Dime Savings 
Bank, the Anthony Loan & Trust Com- 
pany and the Title & Trust Company 
into what has since been known as the 
Dime Savings & Trust Company of 
Peoria. He was chosen vice-president 
of the Title & Trust Company and in 
the merger became director and vice- 
president of the consolidated institution. 
He is a large stockholder. In retiring 
from the insurance business he will 
give more of his time to banking, farm 
and other interests. For a number of 
years, Mr. Keene has spent his winters 
in Florida. 


L. D. Drewry, head of L. D. Drewry 
& Co. of Cincinnati = Drewry & 
Oehmig of Chattanooga, Tenn., general 
agents of the Mutual Benefit Life, has 
of late years spent considerable of his 
time at Seabreeze, Fla., where he has 
conducted farming experiments on a 
large scale. He has recently sold his 
Florida farm of 395 acres at a price ot 
over $400,000, according to a Florida 
daily paper, Mr. Drewry is one of the 
most prominent and successful life in- 
surance men in the company and a for- 
mer secretary of the National Life Un- 
derwriters Association. He divides his 
time between Florida and his home at 
Indian Hill, near Cincinnati, where he 
also conducts a model farm. Of late 
years he has left much of the manage- 
ment of the Mutual Benefit to his part- 
ners. 


Joseph Atkinson, for 25 y 


ears editor 


of the Prudential “Weekly Record,” died 
at his residence in Newark, N. J. Dec. 
17. Before joining the Prudential ranks, 
Mr. Atkinson was for 20 years a mem- 
ber of the staff of the New York “Her- 
ald.” He was born in Ireland, Nov. 8, 
1846, and served in the-navy for three 
years during the Civil War in the block- 
ade of the Gulf. 

Mr. Atkinson was an active worker 
in the Democratic party and served at 
one time as clerk in the New Jersey 
Assembly. He also wrote a history of 
Newark which has been used as a text- 
book in the schools of that city. He 
was a worker in the movement of the 
Irish Land League and at the time of 
Charles Stewart Parnell’s visit to 
America helped him in his work here. 

In 1893 Mr. Atkinson joined the ranks 
of the Prudential at the home office and 
began writing articles of an inspirational 
nature to the agents. These were pub- 
lished in the company’s agency paper 
the Prudential “Weekly Record”. Mr. 
Atkinson later became the editor of the 
publication. He was well-known as an 
enthusiastic and inspirational speaker by 


the Prudential’s agency force, having 
at one time addressed many agency 
meetings of the company in various 


parts of the country. 


Miss Grace Underwood, daughter of 
William E. Underwood, the well known 
insurance journalist of New York City, 
died last week after a long illness at 
her home in Hasbrouck Heights, N. J. 
Mr. Underwood is one of the veteran 
trade journal writers of the east, who is 
held in very high regard. This be- 
reavement touches him deeply. 
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CRAWSHAW IS MADE MANAGER 


Becomes Head of the Aetna Life’s De- 
partment at Peoria, J. E. Keene 
and W. H. Hoagland Retiring 


Appointment of F. 
manager of the Peoria, IIL, 
the Aetna Life is announced by Agency 
Secretary K. A. Luther. Mr. Craw- 
shaw, who since 1921 has been assistant 
manager of the agency, will succeed J. 
>. Keene and W. H. Hoagland, retiring 
partners who have served the Aetna 
Life in varying capacities for about 35 
years. The appointment will become ef- 
fective January 1925. 


D. Crawshaw as 
branch of 


New Manager's Career 


The new member of the Aetna Life's 
managerial staff is a native of Minne- 
sota and a graduate of Worcester Poly- 
technic Institute. Prior to his insur- 
ance experience, he had an extensive ca- 
reer in educational work, holding such 
positions as instructor, professor, and 
assistant dean in a number of prominent 
technical schools and universities. Dur- 
ing the war he was president of the aca- 
demic board of the School of Military 
Aeronautics, U. S. A., at Champaign, 
Ill. 

Mr. Crawshaw joined the Peoria of- 
fice of the Aetna Life in 1920 to take 
charge of the department of organiza- 
tion and development. His excellent 
work won for him the assistant man- 
agership a year later. 


Kearme and Hoagland Veterans 


Both of the retiring partners began 
with the company as agents under the 
late R. W. Kempshall, who was then 
general agent at Peoria. Some 15 years 


acquired an interest in 
senior partner, 
Hoagland 


Keene 
and became 
firm with Mr 


later Mr. 
the business 
forming a new 


upon the death of Mr. Kempshall in 
1915. Mr. Keene also had an interest 
in the Indianapolis agency of the Aetna 
Life which he retained until 1923 


Leffler and C 
accident 
They have all 


Mr. Crawshaw, C. A 
C. Inman take charge of the 
and health department 
from the 


come up ranks 


MAKES IMPORTANT CHANGES 


Northwestern Mutual Life Announces 
Four New General Agency 


Appointments 
Four field changes of major impor- 
tance have been announced by the 


Northwestern Mutual Life. U. § 
O’Connor, for several years district 
agent at Fond du Lac, Wis., has been 


appointed general agent for the San 
Joaquin and Sacramento valleys in Cali- 
fornia, with headquarters at Stockton 
Mr. O’Connor is creating the Stockton 
general agency, there having been none 
in that city. Establishment of this office 


is the final step in the reorganization 
of the California territory of the North 
western Mutual. 

E. A. Kohl Joins Father 


Emil J. Kohl, general agent for south- 
ern Illinois since Jan. 1, 1917, will b: 
succeeded Jan. 1 by Kohl & Kohl, a co- 
partnership consisting of himself and his 
son, Edward A. Kohl. The promotion 
of the latter comes after many years of 
successful work as special agent in his 
father’s agency. The younger Mr. Kohl 
has for four years belonged to the Mar- 
athon Club of the company. In addition 
to the change in the executive end of 
the agency, headquarters will be movec 
from East St. Louis to Belleville, Ill 

The firm of Downes & Miller, for 
many years general agents at Baltimore 


will cease Dec. 31, upon the voluntary 
retirement of Joseph L. Downes, wh 
has asked to be relieved of general agent 


ill health He 
special agent of the 
company in Baltimore, however. Laur 
ence M. Miller, junior member of the 
firm, has been appointed sole genera 


agent tor the same field 


responsibilities because of 
will continue as a 


Change at Cedar Rapids 


Resignation of C. D. Van Vechter 
f Cedar Rapids, has caused the Yr 
motion of Roswell H. Picktord, f 
many vears”§ special gent wi the 
Mec Millan home reney M Iw kee 
to sole general agent at Cedar Rapids 
Mr Van Vechten’s § resignati was 
brought about through his advancing 
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Box 2131 
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years and a desire to be free from re- 
sponsibility. 


MELVIN BOICE IS PROMOTED 
General Agent of the Cleveland Life Is 
Given Charge of the Cleveland 
Office 





Melvin F. Boice has been appointed 
home office supervisor of the Cleveland 
Life. He will give his immediate atten- 
tion to the management and develop- 
ment of the home office general agency 
in Cleveland. He organized the War- 





ren, O., agency of the Cleveland Life 
some years ago. It has been very suc- 
cessful under his guidance. President 
William H. Hunt thus promotes one of 
his dependable men to an executive 
position. 


Allison & Engle 


E. L. Allison and Frank Engle will 
represent the Phoenix Mutual Life at 
Tulsa, Okla., with offices at 419 Central 
National Bank building. Mr. Engle 
has been promoted to district manager, 
going there from El Reno about a 
year and a half ago He is director of 
the Junior Chamber of Commerce. Mr. 





Allison has been connected with the | 


Seneca Coal Company, for which he was 
auditor for approximately four years. 





E. A. Holbrook 


E. A. Holbrook has been appoint .d | 
general agent of the Pacific Mutual I fe | 
for northeastern Kansas. He has ben | 
secretary and agency director of the Old | 
Line Life of Lincoln, Neb. 


| 
J. B. Vickers | 


The Mountain States Life of Denver, 
Colo., announces the opening of a 
branch office at St. Louis, Mo., with J. 
B. Vickers as manager. Headquarters 
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Life Insurance Company. 
records of paid insurance were as follows: 


THREE BLIND MEN 


URING the year ending June 30, 1924, several blind men achieved member- 
ship in the “Two Hundred Thousand Dollar Club” of the New York 
The names of three, theii Branch Offices and their 


JULIUS JONAS, 42d St. Branch, New York City... ...$ 215,500 
S. R. HUFF, Youngstown, Ohio, Branch 
PAUL KERR, Knoxville, Tenn., Branch 


The 1924 $200,000 Club Class contained 929 members. 
largest writers of business in the Company's agency force of 8,500 men. 
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os The achievements of these blind men ought to make the blood of every life 
55 insurance man tingle, and be to him a clarion call to duty. They ought to shame 
2=| every agent who, with health and all his senses, does not make a good living. oe 
pe “The fault, dear Brutus, is not in our stars, oe 
om But in ourseloes, that we are underlings.” Se 
Be What is their secret? Is it the character of the Company they work for— [3% 
a its history, policies, management? Quite likely that had something to do with Be 
oe it, but that is in the kit of every agent. The secret lies deeper than this. Ba 
ze The first of the three men, in addition to his work as agent, has |2* 
Fated interested himself in publications for the blind, and finds in this service great | 
an satisfaction. He in effect revealed his secret when he said at the Club meeting [z= 
e=| in September: Es 
“ or 
oe “If I could recover my vision and had at the same time to go on 
ae back to my old state of mind, I would much prefer to be without oe 
oe the so-called vision and enjoy the contentment I now feel.” oe 
one Does the secret then lie in a state of mind? And did he and his fellows 3 
Ha achieve that serenity of mind through unselfish service? It looks that way. i 
z=| And they all achieved success, too. Eee 
2 - 
Fs An agent must reach that serenity of mind to be highly efficient and happy. a 
rae All men can keep within hailing distance of Mr. Jonas by insuring their lives for nk 
a the protection of their families. That is unselfish service, and it brings real joy. |p 
e5 If you (meaning agents, the uninsured and the half-insured) feel sometimes like | 2% 
&a|  Shirking, remember these Blind Men and get a new grip on yourself. oe 
Se NEW YORK LIFE INSURANCE COMPANY Ee 
Be, DARWIN P. KINGSLEY, President Bz 
i iihetiaienmtanneeemanaiicanat 2 
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are at 708 Times building. This of- 
fice is opened to handle the business of 


| the Liberty National Life, the com- 


pany recently taken over by the Moun- 
tain State Life. The St. Louis office 
will supervise Missouri, Arkansas and 
Louisiana business. 


Hamilton & Fletcher 


The Hamilton & Fletcher general 
agency of the Penn Mutual Life at 
Sioux Falls, S. D., has been dissolved. 
Samuel C. Hamilton, one of the partners, 
will take its place with the title of gen- 
eral agent. The other partner, Mr. 
Fletcher, desires to devote his entire 





| time to personal solicitation. 





Robert T. Watkins 


Robert T. Watkins has been ap- 
pointed general agent of the United 
Life & Accident at Rutland, Vt. 





Ohio State Life Appointments 


The Ohio State Life announces the 
appointment of Earl F. Johnson as gen- 
eral agent in Covington, Ky., and E. 
Shepard Bramble as district manager at 
Kinde, Mich. 





Day L. Anderson 


Day L. Anderson, general agent of the 
National Life of Vermont for western 
New York, for the past 15 years, has 
resigned. 


Arthur Finley 


Arthur Finley, at one time of Duryea 
& Finley, general agents for the Penn 
Mutual Life and more recently devoting 
his time to personal production of busi- 
ness insurance, has become associated 


| with the San Francisco office of the 


Mutual Life as metropolitan. district 
manager, according to an announcement 
this week bv Manager W. L. Hathaway. 


Library for Agents Is 
Educational Feature of 
Northwestern National 


N interesting educational plan has 

been put in operation by the North- 
western National Life. It is a circulat- 
ing library of life insurance works, avail- 
able to agents and general agents. A 
catalogue has been issued showing 26 
items. These works will be loaned for 
60 days on a signed request. The request 
blank contains an agreement to read and 
return the book within the time limit, 
and to pay a fine of $1 if it is not re- 
turned on time. 

All companies are doing everything in 
their power to induce agents to improve 
themselves in their profession. Every- 
one recognizes that the more an agent 
studies his business the more apt he is 
to make a success of it. This reduces 
agency turnover and makes the agents 
prosperous, as well as increasing the 
volume of business secured. The prob- 
lem of inducing agents to read, however, 
is not an easy one. If books are pur- 
chased and distributed without charge, 
many of them go unread and the cost is 
high for the results obtained. If agents 
are asked to purchase the books them- 
selves, they object to being forced into 
making the outlay, and if no pressure is 
used not much progress is achieved. The 
circulating library removes the objection 
of cost and it will be interesting to see 
whether agents take advantage of it 
or not 

Of the 26 works listed, eight are from 
the life insurance services of Tue Na- 
TIONAL UNDERWRITER, 


Life Notes 


Albert Ellison Rumsey, Penn Mutua! 
Life general agent at Waterloo, Ia., re 
eently married Miss Hester Harper, 
daughter of Mr. and Mrs. Charles L. Har 
per, of Madison, Wis 

Edward W. Merbach has been ap- 


| pointed district manager for Kenosha 


Wis., by the Albert E. Mielenzg agency of 


| Milwaukee, representing the Aetna Life 


in Wisconsin and upper Michigan. 
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PLAN 50 PERCENT INCREASE | isters was placed by C.-W. Halfhill ot 


New York State Agencies of Phoenix 
Mutual Life Set That as Their 
Goal for 1925 


The Buffalo and Rochester, N. Y., 
forces of the Phoenix Mutual Life met 
in Rochester this week to plan their 
selling campaigns for 1925. Vice-Pres- 
ident Winslow Russell was in charge of 
the meeting. 

The two agencies decided on a goal 
ior the year of a 50 per cent increase 
in business over 1924. Starting with 
the first of the year every man agreed 
to do his best to write business that 
will average $50 a day in premiums for 
25 working days a month. This will 
be part of the company’s nation-wide 
efforts to increase its business by 50 
per cent over the present vear. 

Charles N. Pierce, president of the 
Buffalo Life Managers Association, is 
general agent at Buffalo and Arthur 
Edmonds, president of the Life Under- 
writers Association of Rochester, is 
general agent in that citv. 


Ohio State Group Policies 

The Ohio State Life this week issued 
its first group insurance policies. The 
first was written on the lives of mem- 
bers of the home office staff and field 
force who had qualified by service to 
receive it and the second was issued to 
200 ministers of the West Ohio Con- 
ference of the M. E. Church. The poli- 
cies cover death and total and perman- 
ent disability. 

The insurance for the Methodist min- 


| Mercer, 


who is attached to the Lima 
branch of the company. 
Modifies Examination Rule 

Baltimore life insurance companies are 
materially benefited by the recent ruling 
of the insurance commissioner of the 
District of Columbia relative to exam- 
ination of companies. In the past Balti- 
more companies were examined annually 
by examiners of the District department. 
Their protest against this practice on ac- 
count of the added expense caused the 
neighboring department to rule that it 
would let Baltimore companies have an 
examination but once in three years, as 
the Maryland law stipulates. The com- 
panies are now endeavoring to have the 
District of Columbia accept the exam- 
ination of the Maryland department 


Russell on Radio 
Winslow 





Vice-President Russell of 


the Phoenix Mutual Life broadcasted 
from the Sheppards Stores’ station 
WNAC at Boston Dec. 19, the subject 
being “Running Your Home on a Busi- 
ness Basis in 1925.” This talk, which 
was on family budgets, was also re- 
laved and broadcast from Providence 


Seek Big Record 
Members of the 5. Elliott Hall 
agency of the Penn Mutual Life in New 
York City are striving to make Decem- 
ber a record month for business produc- 
tion as a tribute to Mr. Hall. By the 


15th $1,000,000 of paid business had been 
secured, and there is every promise that 


before the close of the month a total or 
$2,000,000 will have been written. 








IN THE SOUTH AND SOUTHWEST 














CONFERENCE WITH McMAHON 





Life Managers of South Carolina Form 
Organization to Consider Matters 
of Interest 


COLUMBIA, S. C., Dec. 23.—Man- 
aging life insurance agents of South 
Carolina held a meeting last week with 
J. J. McMahon, state insurance commis- 
sioner, at which various life insurance 
problems were discussed, and an or- 
ganization was perfected the purpose of 
which is to hold annual conferences of 
the round table order at which matters 
having to do with the life insurance 
agent, the company and the policyholder 
will be discussed. This organization was 
given no name though Carroll H. Jones 
of Columbia, S. C., was elected presi- 
dent and F. W. Felkel, Anderson, S. C., 
who recently broke the monthly produc- 
tion record, as secretary 


Men in New Organization 


McMahon made a talk 


Commissioner 


and a number of matters including re 
bates, part-time agents and legislative 
affairs, were discussed. Insurance men 
joining the organization include: F. W 
Felkel, Anderson; ] H Miller, Rock 
Hill; Carroll H. Tones, Columbia; S. R 


Whitten, Columbia; W. Frank Hipp, 
Greenville; J. M. Gaines, Greenwood; 
\. Howard Blanton, Columbia; M. M 
Mattison, Anderson; Forest Taylor, 
Florence; ]. S. Seay, Columbia; Fred 
S. Munsell, Columbia; |]. T. Coleman, 
Charleston; Junius T. Lyles, Orange 
burg: C ’ Estes, Greenville; Walter 
F. Going, Columbia; Fred Hines, Co 
lumbia; Frank Perry Sessions, Spartan 
burg. 


Sun Life of Canada has written a 
group policy covering officers and em 
ploves of the Bank of Commerce and 
Richmond which was placed 
Neil DPD. Sills, manager at Rich 
Sun Life 


The 


through 
mond for the 


PACIFIC MUTUAL WINS CASE 


Court Holds for Company in Suit for 
Policy on Which Third Premium 
Not Fully Paid 


The Pa- 


a decision 


RICHMOND VA., Dec. 23 
cific Mutual Life is winner by 
of the special court of appeals of 
ginia in a case involving a $2,000 policy 
issued Oct. 1, 1918, to Charles D. Phillips 
ot Quinby, Va., who died March 13, 
1921, in the state hospital for the insane |} 
at Williamsburg The decision reverses | 
the lower court in awarding 
strator of Phillips’ estate the | 


the policy 


action ot 
the admin 


full amount of 


ment in tavor of the company was en 
tered by the appeal court Phillips, it 
appears, was residing tempc 1 | 





rance 
, 1! 
tollowing 


was 


Florida when he took out 
He returned to Quinby 

vear. In October, 1920, he 
the road Accomac 


ads in 
time for violation of the prohibition law 
He 





sent to] 


county to serve 
paid a quarterly premium of $18 due 
n the policy Oct l, 1920, de- | 
taulted in payment on the next premium 
due Jan. 1, 1921. Between those two | 
dates, he was adjudged insane and com- 
mitted to the asylum at Williamsburg. | 
Che company claimed that it 
i notice in December reminding 
hat the next premium was due Jan 
1, mailing the letter to Quinby, without 
Ilge that he had been ad 

and committed to the 


insane 
reply to the 


hu 
1 Dut 


sent him | 


him | 


" ' 
KHOW ie 
! 


judged 


asvlum 


any 


No 
received. Simularly, a tracer sent 
January failed of result At the 
tion of the grace period, another le 
\ 
Quinby 


notice was 
out in| 
expira- | 


tter 





dispatched to 


himself of re 


was 
to avail 


nviting hum | 
nstatement privi 

Relatives | 
they | 


leges Again no reply 
of the man at Quinby 
received none of 


came 
insisted that 
these communications 
was overdue 


Phillips’ 


administrator, in suing for 








We are 


over $21 


District and State Managers have all been recruited from our 
] local full time and part time agencies. 
| im unoccupied territory for local full or part time men who 


will fait 


Operating in Iowa, South Dakota, Minnesota, Nebraska and 


Kansas. 





nsurance Company 


OF DES MOINES , 1OW~A 


Organtzed 1967 


closing our 18th year of successful progress with 
,000,000.00 of legal reserve business in force. Our 


We have openings 


hfully and energetically represent this Company. 

















THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


CEDAR 


Jaimie Up-To-Date Policies 


Liberal Contracts 





Iowa, South Dakota, Minnesota, Nebraska 











and had no knowledge that the premium 


wrruory 





MENTUCAY Direct General Agency Contract—lib- 
eral commissions—but we are “‘hard- 
OUR FIELD boiled’’ on advances. 
Over a million and a hal) 


paid to policyholders im thu 


Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 
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Our 


fulness, peace and good cheer among men 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


1924 


79th Christmas 


Since December 1246 the spirit of help- 


s been one of the dominant motives of 


r activities. 


Hartford, Conn. 











» “Rasy to ree e@y jigest, easy to remember, easy ” at work ma « ams for me hus writes «a | 
buyer of Easy Lessons | Life Insurance a text and review book « S supplement nue The 

| 
National Underwriter Company, 1962 tneurance Exchange ‘ a | 
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Come to Florida 
with the 
Pan-American Life Insurance Co. 





Florida—the land of perpetual sunshine and 
flowers, of progress and prosperity. 


Florida is not only a delightful place to make 
your home, but it is becoming more prosperous year 
by year. Its development is increasing from within 
and from without. 


In addition to its inherent wealth, vast streams 
of money are pouring in from all parts of the coun- 
trv. 


The Pan-American Life has two fine General 
Agency openings in Florida—one at Jacksonville 
and one at Miami. These chances will be snapped 
up immediately, and delay may mean disappoint- 
ment. In writing give a history of your past ex- 
perience and qualifications. 





Pan-American service includes— 


Educational Course. 

Individual Sales Planning. 

Aid in Organization and Business Building. 
Unexcelled Policies—Life, Group, Child’s Edu- 


cational and all forms of Accident and Health. 


Address 


E. G. SIMMONS, 


Vice President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S. A. 





CRAWFORD H. ELLIS 


President 

















recovery on the policy, based his action 
principally on the contention that there 
was sufficient cash value to have kept 
the insurance in force without the pay- 
ment of the last premium. The com- 
pany, on the other hand argued that 
under the terms of the policy no cash 
or loan value was available until pre- 
miums for three full years had been paid 
and that Phillips had only settled for the 
first quarter of the third year. The ap- 
ganizers demured but the court over- 
tention. 


Wins Suit Against Negro Fraternal 


The state of Arkansas has won the 
first round in its suit against the Protec- 
tive Order of Lions, a negro fraternal, 
organized more than a year ago “1 Little 
Rock. At the time, they made a $5,000 
dollar bond that they would comeair with 
the regulations of the state within a 
year or pay back all money collected. It 
is charged that about $500 has not been 
refunded and the state brought suit on 
the bond in the interest of those who 
have subscribed to the stock. The or- 
ganizers demurred but the court over- 
ruled the demurrer. 





Southern Group Meeting 


A group meeting of nine southern 
managers for the Mutual Life of New 
York was held in Washington, D. C. last 
week for the purpose of discussing plans 
for 1925 with George K. Sergeant, super- 
intendent of agencies. This is one of 
several group conferences being held. 
Managers from the ae cities were 
present: Richmond, Baltimore, Wash- 
ington, Wilmington, Del., Charlotte, Co- 
lumbia, Atlanta, Savannah, and Jackson- 
ville. Consensus of opinion was that 
the outlook for 1925 is exceptionally 
bright. Business had picked up appre- 
ciably since presidential election, the 
managers reported, and it was expected 
to show greater improvement as the new 
year advanced. 





Mid-Continent Life Meeting 


W. E. Bilheimer of St. Louis, Mo., 
nationally known lecturer on life insur- 
ance, will be the principal speaker at 
the annual meeting of the Mid-Conti- 
nent Life of Oklahoma City, Jan. 10. 
At this meeting results of the inter- 
company contest will be announced 
and prizes awarded. Edwin Starkey, 
vice-president and general sales man- 
ager, announced $12,000,000 as the ap- 
proximate business written by this com- 
pany during the year 1924. November 
business for the company amounted to 
$1,250,000. 





Seek Two Million This Month 


The A. O. Swink agency of the At 
lantic Life which covers Virginia and 
the District of Columbia has been mak- 
ing a drive for more than $2,000,000 of 
paid business this month with a view of 
reaching the 1923 record. In that year 
a total of $10,248,969 was paid for. To 
reach this objective, $2,095,077 is needed. 
Manager Swink feels sure that this goal 
will be reached before December makes 
its exit. For the first 11 months of 1924 
the agency paid for $8,153,892. 





New Companies in Virginia 


License to do business in Virginia has 
been granted the Conservative Life of 
Wheeling, W. Va. Principal office will 
be located at Seaford, in charge of 
Oscar F. Hornsby. 

The Kansas City Life has also been 
admitted to Virginia. 


Our Home Enters Kentucky 


Our Home Life of Washington, D. C., 
has just entered Kentucky. 





Life Notes 
Charles F. Coffin, vice-president of the 
State Life of Indlana, has been in Fort 


Wort Tex recently where he made 
several addresses in the interest of it 
iranes 

Stumes A Loeb the new greneral 
agents for the Penn Mutual Life in Ch 
caro, Opened this week their brand new 
quarters at 112 West Adams  atreet 
suite 416-417. They will begin to build 
up an agency at once ind already have 


| a number of prospects at hand 
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EQUITABLE’S COAST CHANGE 


Will Have Home Office Branch at Los 
Angeles in Addition to Present 
Rathbun Agency 


Effective Jan. 1 a home office branch 

the Equitable Life of New York will 
be established in Los Angeles and the 
country territory which has heretofore 
been handled by the George A. Rathbun 
agency will be assigned to the new 
agency. This action is in accordance 
with the voluntary wish of Mr. Rathbun 
expressed by him recently on the 20th 
anniversary of his connection with the 
company, in a suggestion to Frank H. 
Davis, vice-president. 

This change will give the Equitable 
two well equipped agencies in Los An- 
geles, as Mr. Rathbun’s field force in 
country districts, numbering 62 
igents, will be placed under the direc- 
tion of the branch office, while the city 
organization, unmbering 55 men and 
women, will remain with him No 
change will be made in the organization 
of the cashier’s office, and the office 


the 


quarters of both agencies will be main- 
tained on the sixth floor of the Mer- 


chants’ National Bank building, as under 


the present arrangement. It is under- 
stood that both agencies will exercise 
metropolitan rights in Los Angeles 


county. 

Mr. Rathbun’s voluntary action was 
the result of thorough investigation by 
him of the experience of multiple agen- 
cies of the Equitable in various cities in 
the east and middle west where the plan 
has been in operation for some time. 
Also, one of the principal reasons in- 
spiring his decision in favor of the 
change was the desire to be relieved oi 
the responsibility of turther organiza- 
tion and development of the country dis- 
tricts embraced in the territory of the 
southern California agency, coupled 
with knowledge of the tact that a sep- 
arate agency would be in a position to 
concentrate its efforts along this line to 
advantage 


Mr. Rathbun has been in charge of 
the Southern California agency of the 
Equitable since September, 1907, at 
which time he was transferred from the 
Denver agency of the company, ot 
which he had been manager for three 
vears. Under his leadership the Los 


Angeles agency produced $1,000,000 ot 
paid-for business in 1908, an accom- 
plishment of no little magnitude in 
those days. It is interesting to note, in 


this connection, that the Rathbun 
agency will close the vear of 1924 with 
a record volume of paid-for new insur- 
ance in excess of $12,000,000 An indi- 
cation of the high standard .ot ability 
demanded of the members of this 
agency is the fact that a minimum of 


year paid premiums its 
maintenance in force of the 
individual agency contracts. Mr. Rath- 
bun has voluntarily set his quota tor 
1925 for his agency at $6,000,000 of new 


$3,000 tirst 


requisite to 


business 


Russell Agency’s Christmas Party 


Wednesday Dec. 24, 
reserved by the home office agency of 
the Pacific Mutual Lite tor a Christmas 
tree celebration, and the entertainment 
committee, of which Dan M. Baker, Ir., 
is chairman, prepared a program 
little interest and curiosity 
among the members of the field torce 

The rules and regulations governing 
the party were as follows 

“Every member of the 
bring a gift (the more comical the 
ter) and leave the same with the cen 
sorship committee on or before Dec 
“3. the cost of which is not to exceed 
“) cents (You will know them by 
these presents.) Che same will be 
distributed to the members of the 
Papa and Mama Santa Claus 
the 


afternoon, was 


which 


aroused no 


must 
bet 


agency 


wrency by 
with remarks 


apropos ot occasion 


' The big idea is to give everyone a pres- 


ent, therefore everyone must bring a 
present.” 

The agents were warned that a fine 
ot $100 would be imposed on anyone at- 
tending the entertainment who was 
heard discussing the matter of family 
protection in any of its phases, or on 
any member of the clerical department 
guilty of discussing the acceptance of 
applications for new insurance 


Joint Legislative Committee 
Will G. Farrell of the Penn Mutual 
Life has been elected chairman and 
Sam McCurdy of the New York Life, 
secretary of a legislative committee 
composed of members of the Life Un- 
derwriters’ Association of Los Angeles 
and of the Managers’ Club, recently 
tormed, tor the purpose promoting 
during the ensuing year legislation 
in California which may be deemed ad- 
furthering an observance oi 
f life underwriting for 
association stands The 
the Managers’ Club on the 
john Newton Russell, 
Pacific Mutual; Frank F. Peard, Can 
ada Life; H. G. Everett, Lincoln Na- 
tional Life, and Fred C. Hathaway, Mu- 
tual Life of New York, while the associ- 
ation members are Alex A. Dewar, 
Equitable of New York: Charles E 
Bent, Travelers, and Claude H. Hamil- 
ton, Pacific Mutual. 


any 


visable in 
the high ideals of 
which the 
members of 
committee are 


Distribute Prizes 
Association 


[he Life Underwriters 





Oregon this week distributed $250 in 
expense and prize money to four stu- 
dents of the business school of the Uni- 
versity of Oregon, who competed in the 
association's contest for university stu 
dents in selling insur The con 
test Was a teature ot issociati 





Muncic DPuesday it Was arranges 
. : ’ 
give the students ciosc C ic 
. os 
surance men active in the c 


Give Christmas Policies 


Many leading Portland, Ore 
dded their names to the list of con 


insurance 
this vear 
Northwestern 








Bank h distributed policies 
ing trom $500 to $2,000 eacl 
A. P. Chipron Resigns 

Arthy P. Chipron. superintendent « 
agencies ¢ the Equitable Life Ne 
York 1! the I s Ar geies iment 
resigning He was tormerly connected 
with the company’s San Francisco ge 


agency 


rhe insuranc irtment of tl 
United States Chamber t Commerce 
under the direction of Manager James 
L. Madden, has expanded to a point 
where the scope of this department will 


be broadened in its work. Mr. Madden 
at the present time is on the search for 
a young man with actuarial training, 
who understands the principles nd 
tundamentals of insurance and who has 
a working knowledge of as many in 
surance lines as possible 
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' Over 1% Million Policies Now In Force 


‘ 


| a . . 

Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 


| pany. The following figures show 
its renmrarkable growth in the last 

ten years: 
Jan. 1, 1914 Jan. 1, 1924 
Assets nesoocess $ 7,804,230 § 4,113,271 
Policies in Force..... 503,302 1,552,803 
| Insurance in Force... 73,455,636 351,140,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 











A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
frends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 














Insurance Promoters 


can 


—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your organization is strong and your stock 
partially sold; you will be interested in our 
plan. 


mith, Hardy & Company 


208 S. La Salle St., Chicago, IIl. 








SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 


20 

















Service to Policy Holders 


Live Up-to-Date Policies 





MUTUAL LIFE OF ILLINOIS 


HOME OFFICE. 
SPRINGFIELD, ILLINOIS 


Am Old Lime Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Llineis. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pree. and Agency Director JAS. FAIRLIE Vice-Pree. and Actuary 


OR. J. BR. NEAL, Seo. 
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vided for the time insured was confined | work or business. They agreed that it 
to the house, and a lower rate was pro- | should be measured by confinement to 


| IN THE ACCIDENT AND HEALTH FIELD | vided where disability was suffered | the house, and the court is not war- 


which did not confine the insured to the | ranted in ignoring or eliminating an 

















= ; ————————— — — ~ house. unambiguous provision included by the 
The i red had an attack of : 2n- rties in their contract.’ 
QUESTION OF DISABILITY UP, during a period of otal ein and Ph ro pode or Roce rage hensieal tar partie Chew Come — 
1 p dat f acci- ~e. =e 4 P ? . 
within 30 days from the date of ac some time. Following this he was taken Failure of Insured to Give Notice of 


United States Circuit Court of Appeals — = Ran Held oye 2 oe to his home, and while unfit to transact | Injury as Required by Accident Policy 
Decides in Favor of the North a “ble to nan. without interruption, in any part of his business duties, he wa» | Held Not to Work Forfeiture of Policy. 
American his business of real estate agent. he did able to make five calls upon his physi- |—In Shanebarg vs. National Accident, 

not suffer even a partial disability cian during this period. On this state St. Louis Court of Appeals (Mo.), 263 

within the meaning of the _ policy. of facts the company contended that the |S. W. 512, the insured carried an acci- 
insured was not entitled to full indem- | dent policy that required him to give 


\ case decided by the United States ; : ~ 
See : : udgment for defendant affirmed, Bu- : equ ‘ 
Circuit Court of Appeals involving pudgmen nity for this period spent at home, | notice of injury within 20 days of its 





j »s. North American Accident, U. : 1 t 
question of total or partial disability is | t0Td vs. Nort - —siaae tai} because he was not confined to the |occurrence. The policy, however, did 
S. C. C. A. 5th Cireuit. Decidec epee Bh ‘ ; ; 
of interesi. Plaintiff, a real estate agent, Dec. 10 house. The insured insisted that inca- | not expressly make a non-compliance 
while a passenger on a railroad train, Asics pacity for work was the prime condition | with this provision grounds for a for- 
suffered accidental injury to his eye. He and that confinement to the house was | feiture. 
| THE RECENT DECISIONS - ; : ~ e 
gave it prompt medical attention and | GIVE H not a material consideration The insured suffered an injury, but 
did not give up hope of preventing loss | = . failed to give the required notice of the 
| . Holding of the Court ‘ 41 
of sight until more than a year there- | Cases That Have Been in Court Where ree until the expiration of about 30 


In denying this and holding that the | days. The company denied liability on 
insured was only entitled to full indem- | the ground, among other things, of a 
nity while confined to the house, the | failure of the insured to comply with 


— wo the = was removed. he Accident and Health Policies 
i accide cy was orce during 

tiff’s accident policy was in force dut ne Whee Bawaived 

the whole period. The policy provided 


for indemnity against such bodily in : : : court said: “ ; the policy in respect to giving notice. 
jury as resulted in immediate and con- Insured held not entitled to full in- “The policy is not one of indemnity |In denying there had been a forfeiture 
tinuous total or partial disability, death | demnity under health policy unless con-| tor disability alone To recover the | for this failure of the insured. in view of 

house—In Sheets vs. Farmers | higher rate the disabling sickness must |the provisions of the policy, the court, 


or illness. Total disability had to be | fined to ; 
Merchants’ Mutual Life & Casualty et | be such as keeps the insured necessarily | in part, said: 


such as prevented insured from_ per- e 
forming any duty pertaining to his oc- | al, supreme court of Kansas, 225 Pac. | and continuously in the house. * * * “It is said that plaintiff made no case, 
cupation, and partial disability such as |929, the insured brought an action to| lt was competent for the parties to | since the evidence showed that he failed 
prevented him from performing fully | recover under a health policy. It pro-| stipulate that insurance should be paid | to comply with the condition of the pol- 
work essential to the duties of his occu- | vided for two rates of payment in case |according to the degree of sickness |/icy requiring notice to the defendant 
pation. If the loss of an eye occurred | | of disability; full indemnity was pro-|which incapacitated the insured for | within 20 davs after the accident. It 
may be néted that the policy does not 
—- expressly provide for a forfeiture in 
case of failure to give such notice, nor 
make the giving thereof a condition 
precedent to recovery. Forfeitures are 
not favored; and we do not think that 
we would be authorized to supply one 


a 
by implication from the language em- 
re u ployed in the policy.” 
a 
or Professional Man? eas ea 
a The Midland Mutual of Fort Scott, 


Kans., is being planted in Kansas. The 











Have you ever wondered what definite things you might do in order to bring pt tet ay oe rote me yoy pes 

your work and yourself up to the profession: ul sti indard and enjoy the advan- dent and health and an automobile pol- 

icy. ansas will be developed thor- 

tages of the doctor and the lawyer? oughly. The 200 applications necessary 

< i - ‘ ‘ . ° before starting operations wer secured 
Phere are several specific things which bring that about. One of them is the in 30 days. . 

Personal Proposal Sheet used by agents under the American Central Plan. J.T. Beatty, vice president Citizens 

’ National Bank, Fort Scott, and secre- 

tary Fort Scott Wholesale Grocery, is 

This is a part of the Plan. The pre- selection of prospects, the pre-approach, president and Seasaiiet ok the anunnaee. 

the canvass, control of the interview, close, the handling of notes, and a defi- an A ctr ygpe Sige = aryl Mh 

ocott, 8s irs vice-president. aries 

nite resale campaign are all parts of this Plan by w hich successful agents are Jeske, the cecend vise gecciient. bo 

work and their insurance service. owner of the Palace Clothing Company 

professionalizing their insurance é si oe he oe 

s ‘ - . : medical director. Geo. W. Jeffrey is 

Any agent who feels that he might be interested in more details concerning secretary-treasurer. Mr. Jeffrey will 

the plan may readily secure them by writing today to have charge of the underwriting. Mr. 

- - - . Teffrey has been connected with the 


Business Men’s Assurance of Kansas 


City and the Peerless Life of Kansas 
City. 
Decision on Travel Policy 
In an accident insurance case decided 
“ recently in New York, plaintiff's intestate 


was insured by defendant under a 
“Travel Accident Policy” against loss of 


life, while “a passenger in or on a public 
conveyance, including the platform, steps 
or running board thereof, provided by a 
common carrier for passenger service.” 
While the policy was in force, intestate. 
after having his ticket punched, was 
waiting in a Bronx railroad station for 


a train to take him to his home, when 
he was shot and killed by some unknown 


person. Held, under the terms of the 

policy quoted above, summary judgment 

for plaintiff on the pleadings should be 

reversed and complaint dismissed. Dolge 

vs. Commercial Casualty, New York Sup 

Ct. App. Div. 2nd Dept Decided Dec. 5 
Perhaps the most comprehensive field — 


development program in existence today. INSU RANCE co. Bars Trip Tickets on Bus Lines 
One phase is described in this advertise- Taxicat ah’ adie iain mae dibalih 
a cabs ane woter susses é e 
ment. INDIANAPOLIS fornia cannot issue accident indemnity 
certificates to their passengers for the 
ESTABLISHED 1899 single trip according to a decision rend- 
HERBERT M. WOOLLEN, President ered to the California insurance depart- 
ment last week by the atorney general 
The Inter-Ocean Casualty has been sell- 
= ing a policy which carried with it small 
NUMBER TEN IN A SERIES OF INFORMATION ADVERTISDMENTS Se GUNES Wale were ances 6 ihe 
a passenger. The decision states that this 
procedure under the California law gov- 

— erning accident insurance is illegal 
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Policy Literature. Rate 
| PRICE, $3.50 and $2.00 respectively. 





New Policies. ‘Puinien Rates, Dividends, Surrender \ alues, and all Pansat in 


t’ and “Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “‘Unique Manual- 








FIDELITY MUTUAL’S CHANGES 





Many Liberalizations in Policy Writing 
and Rating Are Announced by 
Philadelphia Company 

PHILADELPHIA, PA., Dec. 23. 
The Fidelity Mutual Life announces a 
number of important changes, effective 
Jan. 1, 1925. Rates will be reduced by 
modifying the basis upon which quar- 


terly and semi-annual premiums have 
been calculated. 
rhe semi-annual rate, which is now 


computed by adding 3 percent and divid- 
ing by 2, will be determined by adding 
134 percent and dividing by two. The 
quarterly rate, now computed by add- 
ing 6 percent to the annual and dividing 
by 4, will be determined by adding 3 
percent and dividing by 4. The new 


| MORE THAN 50% 





{ of the business written by some of our larger 
; agencies is a direct result of the Fidelity lead 
service. Our agents interview —e ey 

d 


= — plc who have written the 
fice information. 


Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 
serve basis. WUver Quarter ot a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








SAFETY! 


Not taken for granted, but an 
actual business-producing type of 
policy with rock bound safety which 
every insurance buyer is interested 
in. Such is the security of the Na 
tional Life and behind every Na- 
tional Life agent. And, as such, it 
helps him secure the confidence of 
insurance ‘uyers; popular policies 
and our cooperation help to seN 
them. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 














Stephen M. Babbit 
President 


Hutchinson, Kansas 
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quarterly and semi-annual rates apply 


to all premiums falling due on and after 


Jan. 1. All old policyholders as well as 
new ones will be entitled to the benefit 
of the reduction. 


Also, beginning Jan. 1, premiums may 
be paid on a monthly in cases 
where the amount payable will equal or 
exceed $10 per month. These monthly 
premiums will be determined by adding 
6 percent to the annual premium and di- 
viding by 12. 


basis all 


The company believes that bv thus 
enabling the policyholder to distribute 
his payments throughout the year, one 


of the agent’s troubles will be eliminated. 
It contidently expects also that the adop- 
of this monthly premium plan will 
avoid the present unnecessary use and 
abuse of the company’s note system 
For instance, if an applicant does not 
find it convenient to pay, say $240 in 
one sum, but could take care that 
amount if divided into twelve parts, the 
premium can be arranged to be payable 
on the monthly the agent collect- 
ing the first premium, in which case the 
agents are instructed to note 
settlement. 

\ change will 
1, where dividends 
of premiums under policies of which pre 


tion 


ot 


basis, 
ignore a 


made, Jan 
used in reduction 


} 
also be as ot 


are 


miums are paid annually or semi-annu- 
ally. A proportionate amount of the 
annual dividend will be applied on each 


payment. To each quarterly premium 
one-fourth of the annual dividend, will be 
applied; to each semi-annual one-half 
|of the annual dividend, and to each 
monthly one-twelith of the annual divi- 
dend. The Fidelity Mutual had intended 
to have ready also a complete policy 
revision by Jan. 1, but the new policies 
will be issued Feb. 1 instead. 


NEW RATE MANUAL IS ISSUED 
Aetna Life Makes Some Important 
Changes As to Monthly and Short 
Term Premiums 


rhe 1925 rate manual ot the Aetna 
Life, issued in a new loose-leat form 
and containing certain rate reductions 

land liberalizations, is now going for- 
ward. 

The most important changes in the 
new manual have to do with a reduction 
in monthly premiums, a reduction in 
short term premiums, a provision to 
write short term insurance up to age 70, 
and the inclusion of rates tor a new dis- 
ability clause to be known as “Disability 
4." Explaining this latter feature, K. A 
Luther, agency secretary, says: 

“The company’s disability form No 

1, providing for the surrender of the 
policy in exchange for a supplementary 
contract under which one-twentieth of 
the sum insured is paid for 20 year cer 
tain, is discontinued. It is replaced by a 
‘waiver’ of premium clause for total and 
permanent disability occurring atter age 
60. The premiums for policies with the 
new disability clause are lower than tor 
policies with the old disability clause 
No. 1.” 

A significant change also is made in 
the wording of permanent and total dis 
ability clause No, 3. This change pro 
vides for a more liberal practice in the 
settlement of claims, described as fol 
lows by Mr. Luther: 

“It is realized that it is not always 
possible for the insured to submit im- 
mediately proots of disability, and par 
ticular attention is called to the tact 


that it has been provided that after total 
disability has lasted ninety days, the 
company will pay benetits from the ex 
piration of that time—at which time the 
disability is presumed to be permanent 

even though proof not immediately 


1s 


INSURANCE 


NEWS ABOUT LIFE POLICIES 


EDITION 


submitted. The only limitation is that 
if there is a delay in submitting proof, 
the company will not pay back benefits 
for more than six months. If total dis- 
ability occurs and proof is submitted 
within three months that it is permanent, 
then benefits will be dated back to the 
occurrence of disability.” 

The rate-book itself unique in that 
it will enable agents to keep all their 
data between the two covers, 
inate the inconvenience of handling sep- 
arate rate pamphlets between issues. In the 
future when new rates or new plans are 


is 


forms to | 





and elim- | 


added, they will be issued in 

fit the loose-leaf cover, and will be! 
clearly marked for easy insertion. An- | 
other advantage is that agents will be} 
enabled to carry cither a complete book, 
or only such portions as he cares to 
use on certain occasions. 

The Aetna has made a change in its 
monthly premium rate in the new man 
ual in that only 5 per cent is added to 
the annual premium rate imstead of 6 | 
percent as was formerly the case 


PENN MUTUAL’S NEW FORMS 


Revised Policies With Improved Dis- 
play Will Be Issued After 
First of Year 


will begin the 
torms on 
has been com 
Instead of the 
with, “In considera 
tion,” the text matter has been broken 
into four of brief paragraphs, 
h with appropriate heading, all 
ot them displaying the high 
the benefits of th- policy 
the insured, name benel 
whether not the beneficiary re 
the right to change, sum insured, 
indemnity, disability 
dividend, tollowed by 
clause in which the only figures 
the premium, are dis 
irst page to remtorce 
by the agent, poimt by 


Life 
policy 


Mutual 
of its revised 
Che trst page 
transformed 
wording beginning 


1 ine Penn 
issSUANICE 
lan 
pletely 


up hive 

its 
together 
spots 


Nan t 


clary, 


among 
ot ot 
or 
serves 
double 
annual 
eration 


a consid 
ol so 
the 
told 


are those 
Dlaved on 


tre 


as 

story 

pomt 
Ihe 


in 


supplements, 
the appeal to 
makes in his 


theretore 
» the eye, 
the agent 


document 
appeal te 
whicl 


bv 
the 
interview 
This transtormation ts 
w trend ot the last tew 
contracts rhe 
the s« cond 
simplited, 
indicative headings have 
rhe wording of the 
clause has been made still clearer. The 
endowment contract, when issued to 
risks, will provide for hfelong 
payments, instead their 
when the endowment ma- 


cal 


with 
life 


ot 


m hine 
vears in 
language 
and third 
and addi- 
been in- 
disability 


1} 
mMsurance 
the provisions ot 


pawes has been 
tional 


serted 


preterred 
disability 
terminating 
tures 

\ new 
added, under 
be left with 


ot 


bee n 
may 


lement option has 
which the principal 
the company, and a stated 
sum of the policvholder’s or the bene- 
ficiary’s choosing will be paid annually, 
annually, quarterly or monthly, 
the principal sum, with yearly ad- 
of interest balance, is exhausted 
picture the making of the fa 
treaty between William Penn and 
Indians is retained at the beginning 


sett 


semi 

until 

dition 
The 


mous 


ot 


the 


of the contract, and underneath it have 
been engraved words addressed by Penn 
to the Indians during the negotiation 
of the treaty—“We are met on the 
broad pathway of Good Faith and 
Good Will “6 
Penn Mutual Life 

The Penn Mutual Life on Jan. 1, will 
discontinue the issaance of automatic 
term conversion policies for two, three 
and four years, while the five and ten- 
year policies will be continued The 
company is considering the issuance of 
two, three and four-year optional term 
policies 

State Mutual Life 

The State Mutual Life of Massachu- 
setts has increased its limit on life and 
endowment policies from ages 30 to 50 
inclusive to $150,000, the former limit 
having been $100,000. The agency force 
has already taken advantage of this in- 


| pany 


benefits, | 





crease by sending in new applications for 
the full limit, and by appliction for the 
additional amount to increase the insur- 
ance on old policyholders to the new 
limit A further adjustment was made 
quite recently when the lower age limit 
was changed to age 14 from the former 


lower limit of 16. The maximum amount 
from ages 14 to 17 inclusive is $190,000. 
The limit for ages 21 to 24 has been 
raised to $75,000. 
Bankers Life 
The Bankers Life of lowa has made an 
innovation in connection with the perma- 


nent total disability clause of its policies, 
To the professional man or executive, 
who is not over 50 years of age, the com- 
will grant the benefit per- 


of total 





BATTLE CREEK 


WHERE THE WORLDS BREAKFAST (S$ MADE 








For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great prosperity. 
You must be a large personal producer, 
good organizer, be of high social stand- 
ing, financial responsibility, and large 
earning capacity. 

We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new sell- 
ing features and settlement provisions. 
We have more than $125,000,000 of in- 
surance in force, and a greater ratio of 
assets to liabilities than any other large 
company in the same field. 


If you can qualify, we will give you a 
contract direct with the home office, a 
liberal first year commission, a renewal 
commission, a collection fee, an office 


allowance and a_ business-development 
allowance 

Let's see if you are the man we want! 
Address L-3 Care The National Under- 
writer. 

NOTE: We also have an unusually 
attractive, special contract for 
salesmen whose experience is limited. 





HOME LIFE INSURANCE CO 
New York 
ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


year 1923 ......... ecocecces $ 7 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc .......«00+. 
Increase in Asscts........... 


FOR AGENCY APPLY TO 
w. A. BR. eeypet @ SONS 


anagere 
Central and Seuthera Oble aad 
Nerthern pemsneny. 
Reems 601-606 The Feurth Nat. Bank 














MR. AGENT! 


Do you care for QUALITY, not 

SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 
¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 














THE NATIONAL UNDERWRITER 


December 26, 1924 











How About Business 
in 1925? 


The prospects for an increased business in 
1925 are very promising. The agent who reaps 
the greatest benefits, however, will be the one 
who carefully plans his work to take advantage 
of the greater opportunities. 


In the Lincoln National Life Home office we are 
improving our methods to give the agent an 
increasingly better service. 


Our ambition will continue to be the issuance 
of policies with such dispatch that they are 
back in the hands of the agent before his pros- 
pect grows cool, to pay claims promptly and 
to furnish a kit of policies effectively covering 
every insurance need. 


Lincoln National Life agents are sure that 
through 1925 it will pay to 
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The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $325,000,000 In Force 























manent disability when such disability 
prevents him from pursuing his own oc- 
cupation regardless of the fact that he 
may be able to carry on the duties of 
some other occupation. A surgeon, for 
example, who is unable to continue in his 
profession, and turns for a livelihood to 


| the real estate business, would still 


enjoy the income from the total disa- 
bility clause, which is made permanent 
after the insured has been totally dis- 


) abled for three months. The new plan 


is confined to preferred occupations, such 
as doctors, dentists and lawyers. 
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JOHN HANCOCK’S PROMOTIONS 





Many Changes in Field Forces An- 
nounced by Company—Several 
Show Rapid Advance 





A number of staff promotions and 
changes have been announced by the 
John Hancock Mutual Life as follows: 

Charles L. Johnson, who has been an 
agent in the Salem agency since May, 
1923, has been promoted to assistant 
superintendent in charge of the Glou- 
cester detached office at that agency. 
Howard O. Woodard, always a. con- 
sistent producer at Rochester, is now 
assistant superintendent in that agency. 
Another promotion to assistant superin- 
tendent in this agency is that of Theo- 
dore Bonaldi, who has been an agent at 
Rochester since July, 1922. Agent Henry 
H. Smith of Chicago III has been pro- 
moted to assistant superintendent in 
that agency. He was formerly cashier 
at the Chicago ordinary agency. Alfred 
O’Brien of Paterson after service from 
April, 1922, has been promoted to as- 
sistant superintendent at that agency. 

Joseph W. Moriarty started as a clerk 
Jan. 15, 1924, in the Lowell office, but 
decided to take a debit. He has now 
been promoted to assistant superintend- 
ent. Howard V. Eckert, the leading 
weekly premium agent of Cincinnati II, 
has been promoted to an assistant in 
that district. Another new comer, 
Nathan H. Cohen of Providence who 
signed his first account on Jan. 30, 1924, 
has had his good work recognized by 
being promoted to ary assistant in that 
agency J. Lint Newkirk, one of the 
old guarc tu. Cleveland I, has been pro- 


| meted to assistant superintendent there. 


Euward F. Smyczynski, leading ordinary 


} agent at Detroit III, has been promoted 


to assistant superintendent. He signed 
his first account as agent Sept. 12, 1923 
Another short service man, Myles A. 
McDonough of St. Paul, has been pro- 
moted to assistant superintendent. He 
has been an agent since February, 1924. 
Agent Frank N. Doan of Grand Rapids 
has been leading this new agency on 
weekly premium increase and has been 
very near the top on ordinary. This 
fine work has now resulted in his pro- 
motion to assistant superintendent in 
that agency. Another leader in his 
agency, Frank J. McNamara of Chicago 
IV, has also been promoted to assistant 
superintendent. 

There have been several changes and 
promotions in the clerical force. Harold 


| J. McLaughlin, clerk at Haverhill, has 


been promoted to cashier at the new 
Concord agency. 
Cashier Hayden E. Gittings of Phila- 


| delphia II has been transferred to Ger- 
| mantown and succeeded at Philadelphia 


II by Frederick V. Jones, formerly 
cashier at Yonkers. To fill the vacancy 
at Yonkers, Cashier Frank B. Maher of 


| Stamford has been transferred and Al- 
|; bert J. Duffy, clerk at Hartford, pro- 


moted to cashier at Stamford. Cashier 
James E. Moffette of Hyde Park has 


| been transferred to the Elizabeth agency 


and this has resulted in the promotion 
of John W. Stonely, clerk at Pawtucket, 


| to cashier at Hyde Park. Earl F. 


| Fischer, cashier at McKeesport, has been 


| transferred to Allentown and one of the 


training cashiers, Vernon W. Ball of 
Detroit III, succeeds him at McKeesport. 
William F. Scheve, formerly clerk at 
Cincinnati I, is now cashier at Grand 
Rapids and Harold W. Reehl, cashier at 
Elizabeth, is now assistant cashier at 
the New York II agency. William P. 
Corcoran, formerly clerk and cashier at 
Pawtucket, is now cashier at Lowell. 
Bailey W. Anderson of Philadelphia I 
is promoted to assistant superintendent 
at the Easton detached office of the 
Allentown agency. The new Concord, 
N. H., assistancy staff is made up of two 
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former assistant superintendents of the 
Manchester agency, John P. Pratt of 
Concord and Arthur J. Clairmont of 
Laconia, with Granville L. Anderson, for- 
erly assistant superintendent at Mal- 
den agency, now at Burlington, Vt., 
Frank F. Moulton, formerly an agent at 
Manchester, now assistant superintend- 
nt at Claremont, and Wilbert C. Whea- 
on, formerly agent at Malden, now 
assistant superintendent at Rutland, Vt 
Olen E. Anderson of Philadelphia IV 
is been promoted to assistant superin- 
endent and transferred to Philadel- 
phia I. Agent John C. Sullivan, one of 
e leaders of the Rochester agency 
is been promoted and transferred to 
eveland III William F. Wheatley, 
gent at Cohoes, has been promoted to 
ssistant superintendent and transferred 
to Schenectady Harry D. Dudley, as- 
istant superintendent at Grand Rapids 
is been transferred in the same capac- 
- to Cleveland III 


NEW DIVISION NOW CREATED 
Robert Franklin Is Appointed by the 
Western & Southern Life to Be 
Its Chief 





\ new division has been created by 

Western & Southern Life known as 
Division “F.” This consists of the St 
Louis, East St. Louis and Peoria, IIL, 
districts and contiguous territory Rob- 
ert Franken has been appointed super- 
intendent of agencies of this division 
and will be located in the Missouri 
building in St. Louis He was formerly 
home office inspector of the western 
division Other promotions announced 
by the Western & Southern are as fol- 
ows: T. L. Dougherty, formerly assistant 
superintendent at Jackson, Mich... is now 
superintendent of the Lansing, Mich.., 
office. E. N. Kitzmiller, formerly as- 
sistant superintendent at the Columbus 
North office, is now superintendent of 
the Manchester division at St. Louis 
Cc. B. Choate, formerly home office repre- 
sentative of the Central Division, is now 
superintendent of the Grand Rapids of- 
fice. 


New President to Be Elected 

The directors of the Conservative Lif 
if South gend, Ind., will not elect a 
president to succeed the late Dixon W 
Place until early next year. The presi- 
dency was tendered to Vice-President A 
S. Burkart, but he refused to accept as 
he stated the company should have as 
its president a man of considerabk 


financial prestige. Pending the election, 
Mr. Burkart will serve as acting presi- 
dent At the recent meeting of ths 
directors Granville W. Ziegler. Mr. 


*lace’s son-in-law, was elected on the 
oard to fill the vacancy. 

Mr. Ziegler is very prominent in South 
Bend affairs, being president of the 
South Bend Lumber Company, president 
of the St. Joseph Valley Lumber Com- 
pany. president of the St. Joseph Build- 
ing & Loan Association, president of the 
Elkhart Lumber & Supply Company, 
president of the River Park Lumber 
Company, president of the Mohawk 
Lumber Company of Ackerman, Miss., 
member of Portage Lodge 294 F. & A. M., 
member of the Shrine, South Bend Coun- 
try Club, Indiana Club and an officer of 
the Diamond Lake Golf Club. 


} 


Prudential Men Promoted 


The creation of a new district at 
Uniontown, Pa., by the Prudential, led 
to the selection of Emmett P. Carroll for 
the position of superintendent at that 
point. Mr. Carroll's services with the 
company began in May, 1910, at Mead- 
ville, Pa., detached assistancy of the Oil 
City, Pa., district. He was promoted to 
an assistant superintendent in the same 
locality during April, 1912. 

David Hawkins was advanced to super- 
intendent when the Altoona No. 2 dis- 
trict was created. Mr. Hawkins has had 
a wide experience as agency organizer 
and assistant superintendent, having 
served in these capacities in a number 
of places, his last location being Johns- 
town, Pa., where he operated since 1911 


Takes Colorado Post 


A. A. Dwight, who has been assistant 
district manger for the Metropolitan Life 
it Helena, Mont., has been appointed 
manager at Colorado Springs, Colo., to 
succeed P. G. Young. who is transferred 
to Spokane, Wash., one of the two larg- 
est offices of the company in the Pacific 
coast territory. 
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What Makes for Success? 


Success in business is the harvest we reap from seeds of good 
works properly sown and cultivated. Honesty of purpose, fair 
dealing and contentment in our work are probably the greatest con- 
tributing factors to success. Great financial gain cannot be the 
measure of successful business unless that gain has been the fruit 
of these contributing factors. 

Contentment in employment is the corner stone upon which we 
build success through honesty of purpose and fair dealing. That 
contentment comes only from knowing that the Home Office is 
striving to help its Field Force to success and keeping itself alert to 
agency needs and conditions. 

Contentment of the field force is regular stock in trade with the 
PEOPLES LIFE INSURANCE COMPANY. The warm hand of 
fellowship is always extended from the Home Office to field. This 
is probably one of the reasons that men who came with the Com- 
pany at its inception are still in the family fold today. 


PEOPLES LIFE INSURANCE COMPANY 


‘The Friendly Company’”’ 
FRANKFORT - - INDIANA 


General Agency Openings In the Following Cities: 














OHIO INDLANA ILLINOIS MICHIGAN TEXAS 
Akron T Haute Peoria Battle Creek Amarillo 
Alliance Vincemnes —— Grand Rapids Lubbock: 
Lima Hammond De Detroit Wan 

TENNESSEE 1OWA ARKANSAS 
Knoxville Des Moines ifs Bast 
Chattanooga Davenport 

Cedar Rapids Helena 
— Council Bluffs Batesville 
. 
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Empire Mutual 


Life Insurance Company 


of the United States 


KANSAS CITY, MISSOURI 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT MONTHLY INCOME INSURANCE 


Siddeea@e LATEST POLICIES AND AGENCY CONTRACT Bw'LSZ NE 
Openings Obie, Ind. Ky., Mich. W. Va. Tex. and Okla. Write Columbas 


THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those consi life insurance as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 






































The 
Security Mutual Life Insurance Company 
of 


Lincoln, Nebraska 


For information regarding a General Agency in 
IOWA SOUTH DAKOTA WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 











National Underwriter want ads are result getters 




















NEWS OF LOCAL ASSOCIATIONS 











BOSTON ASSOCIATION ELECTS 





L. K. Allen Named New President at 
Banquet, Which Was Gala 
Occasion 


BOSTON, MASS., Dec. 23.—Llovd 
K. Allen, assistant manager of the Bos- 
ton office of the Union Central Life, was 
elected president of the Boston Life 
Underwriters Association at the annual 
meeting of that organization held im- 
mediately before the annual banquet last 
week at which over 100 men sat down. 

The following officers were unani- 
mously elected: President, Lloyd K. 
Allen; first vice-president, Edward I. 
Brown; second vice-president, A. Stan- 
ford Wright; secretary and treasurer, 
Spencer S. Dodd; executive committee, 
David E. Sprague, chairman, William 
B. Phelps, William E. Hewitt, George 
A. Morse, Alex M. Hammer, and Ber- 
nard H. Fitzpatrick. 

Allen Long Active 


President Allen is a native of Maine 
and attended a Maine seminary and Bos- 
ton business college. In 
tered the Boston agency of 
Central Life and has since remained in 
that agency, ‘having risen to be assistant 
manager. He has served the Boston 
association in various capacities during 
the past 15 years. 

In his annual 
urer Hamilton P. 
the achievement of the past year during 


report Secretary-treas- 


1901 he en-| 
the Union | 


Edwards summed up | 


which the association’s membership was | 


brought up to 515. 

Immediately after the dinner Clinton 
A. Ferguson, outgoing president, intro- 
duced the new officers, each man stand- 
ing in acknowledgment as his name was 
called. Louis E. 
of the Northwestern Mutual, and Fred 
C. Sanborn, manager of the Massa- 
chusetts Mutual, “old timers” in point of 
association membership, were called 
upon for brief talks. John Buchanan, 
well known insurance journalist 
has attended the past 27 annual 
ings of the 
to speak. 

Bullock Chief Speaker 


meet- 


of the evening, 


Worcester, vice- 


The chief speaker 
Chandler Bullock, of 
president and general counsel of the 
State Mutual, gave an able address on 
the right of the policyholder to change 
the beneficiary. Of one thousand poli- 
cies * recently reviewed 60 irrevocably 
denied themselves that right upon taking 
out the policies. While this is a much 
lower percentage than maintained in the 
earlier years of life insurance, Mr. Bul- 
lock urged agents to advise their clients 
always to reserve this important right. 
To meet the changing conditions of his 


life, the assured can better protect his 
interests and the proceeds of his policy 
can be made more quickly available if 


he reserves the right In closing Mr. 
Bullock touched upon the potent argu- 
ment for life agents placed in their 
hands by reason of the exemption of 


policy proceeds from income and inheri 
tance taxation 

Dr. Garfield Morgan, well known 
Lynn preacher, drew a convincing paral- 
lel of the service offered by the ministry 
and life insurance. 

- a oe 

South Dakota—The South Dakota as- 
sociation will hold its second annual 
sales school at the Cataract hotel in 
Sioux Falls, March 17-18. The services 
of Dr. Charles J tockwell, director of 
life insurance salesmanship at the Uni- 
versity of Pittsburgh, and two of his 
assistants, have been procured for the 
occasion and they will have full charge 
of the two days sales underwriting in- 
struction P. A. De Lange, one of the 
members on the executive board of the 
association, has been appointed manager 
in charge and states that he is already 
recipient of many letters from field 
of the surrounding cities and states sig- 
nifying their intention of attending 


P. Smith, general agent | 


who | 


association, also was asked | 


men | 


| sociation, 


CLEVELAND ELECTS OFFICERS 


John H. York, Salesman for the State 
Mutual Life, is Elected Presi- 
dent of Association 


CLEVELAND, O., Dec. 24.—John 
H. York, leading special producer for 
the State Mutual, was elected president 
of Cleveland Life Underwriters, at its 
annual meeting. 

Chas. T. Wallace, manager of the 
Mutual Life of New York, is first vice- 
president, E. A. Darmstatter, Massa- 
chusetts Mutual, second vice-president, 
and A. Rushton Allen, general agent, 
Provident Mutual, treasurer. New 
members added to the board of directors 
are Frank L. Klingbeil, superintendent. 
Prudential; Clarence A. Wolfram, Con- 


necticut Mutual, and John W. Davis, 
New York Life. Clinton F. Criswell, 
executive secretary of the association 


since 1919, when the paid secretary plan 
first started, continues to serve. 
Soliciting Agents Recognized 


was 


For several years the Cleveland as- 
sociation has followed the practice of 
alternating the presidency between gen- 
eral and soliciting agents, and to insure 
democratic administration, equal repre- 
sentation is given on the board of 
directors. 

Wm. A. Searle, assistant to the presi- 
dent of the National Life Underwriters 
Association, briefly outlined the new 
program of specialized service to the 
local associations now being worked out 
by the national body. 

W. Pickard, of the Mutual Bene- 
fit, for many years one of the most 
active members in the Cleveland asso- 
ciation, told something of the inside 
workings of the local organization, and 
illustrated various accomplishments not 
generally known to the members. He 
paid special tribute to the effective work 
of the business practice committee, 
asserting that the wholesome under- 
writing conditions existing in Cleveland 
are largely the result of the careful 
investigations and adjustments made 
from year to year by these men. 

Mr. Pickard also stressed the value of 
co-operation between local banks and 
the underwriters, saying that, as a 
result of the leadership t taken by the 
( ‘leveland association several years ago. 
“the life insurance business has been 
kept for life insurance men 


E. B. Hamlin Speaks 


E. B. Hamlin outlined the work being 


developed by the National association, 
and paid strong compliment to the 
executive ability of the National presi- 


dent and the legislative and educational 
committees. 
“The Cleveland association,” he said 


in closing, “is looked upon almost as a 


modei throughout the country: its ad- 
vance methods of service to its mem- 
bers and the public have had much 


in shaping a more progressive 
156 local associations 
in the United States, and the National 
association has adopted many of its 
reconimmendations.” 


influence 
policy among the 


: & 
Madison, Wis.—Harry R. Tiegs of the 
Great Northern Life was elected presi- 
dent of the Madison association at a 


business meeting following a joint din- 
ner gathering with Madison bankers and 
trust officers. F. S. Van Sant was chosen 
first vice-president; George T. Carlin, 
second vice-president; L. W. Parr, treas- 
urer, and Harry R. Noer, secretary. C. 
R, Holden, vice-president of the Union 
Trust company, Chicago, addressed the 
joint meeting on the relation of trust 
funds to life insurance 
e & © 

Jackson, Mixs.—E. H 
elected president; T. H 
president, and A. W. Garrway, 
of the Mississippi Life Underwriters’ As- 
at a meeting held here. All 
three ef the officers are residents of Jack- 


Bradshaw wis 
Cutrer, vice- 
secretary 


|; 8on. 


F. S. Yerger and Longstreet Cavet, both 
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CARBON MONOXIDE GAS 


Is there a duty for insurance men? rt 






You and we, as fellow underwriters, know that 
CARBON MONOXIDE GAS is a frequent cause 
of fatalities. We are reminded of it especially at 
this time of the year. 




































VJ 

This gas is a product of combustion from either fa 
stationary or automotive gasoline engines. It is wi 
invisible, odorless, tasteless, and non-irritant. To "Ay 
inhale a seemingly negligible quantity means almost 7 
immediate loss of life. pabs 
iA a ey 
Knowing this, it is clearly our duty to warn the 3 
owners of cars not to run their engines when \¢s 
garage doors or windows are closed. pbs 
ray 
Join us in this work of safeguarding life. Tell oN, 
every insured that the only sure protection against os 
CARBON MONOXIDE GAS is fresh air and ‘Gy 
ample ventilation. e's) 
4 

. . . . ~ 

This is a duty, and it is yours as well as ours. ey 
fy) 
This appeal is for the furtherance of the CARBON MONOXIDE WARN- wi 
ING, verbally or otherwise, to the General Public. ~i 

Yo), 

ae 

Over Sixty Years in a) 
Business. Now Insur- VK 
ing Over Two Billion y 
~e yard 

Gaius & Heltetes INSURANCE COMPANY Hm 
on 3,$00,000 lives. ma 




















Producing 


General Agents 
Wanted 





Washington Michigan 
Oregon Virginia 
Idaho Kentucky 


Unusual opportunities and attractive contracts to 
men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet ““Why the Minnesota Mutual” write 


O. J; LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 
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Two Thousand Years Ago 


Almost two thousand years ago The Divine Underwriter 
gave to mankind the Gift of Gifts—Christ—His only be- 
gotten Son—that whosoever may believe shall have ever- 
lasting life. 


We are assured by accepting His policy and following His 
precepts we shall be lead from darkness into light and be 
guaranteed everlasting life. 


We as life insurance men should follow in His fodtsteps 
and give of our service as freely as He did. 

It is in this spirit The Ohio National Life greets the Insur- 
ance Iraternity at Christmas tide and extends its wishes 
for— 


\ BETTER 1925 


The Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 




















----- 


What It Takes 


to be successful in a big way as a General 
Agent. 

Pep 

Initiative 

Business Sense 

Ability 

Character 


Hard Work 


If you have these qualifications, and the de 
sire to be your own boss in 


\labama, Kentucky, Georgia, West Virginia, 
Michigan, we'd like to hear from you. 
Address W. H. Dallas 
Supt. of Agents 


Atlantic Life Insurance Co. 
Richmond, Virginia 


ici ii tc aaa nadia ae 
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General Agent Wanted 


The MUTUAL TRUST LIFE INSURANCE COMPANY, of 
Chicago, has just secured admission to the state of Ohio, and now 
has a number of openings in various parts of the state on a real 
general agency proposition. 


Mutual Trust is purely mutual and is also one of the few Com- 
panies operating on the strictly Full Level Premium Reserve basis. 
Its policy contracts embody every desirable feature consistent with 
sound underwriting. It is a Company enjoying an enviable record 
throughout all the territory in which it operates. Its contract to 
agents is liberal and is supplemented by 100% Home Office coop- 
eration. If you have the initiative and ability to build a business 
for yourself, addréss. Mutual Trust Life Insurance Company, 
Chicago Temple, Chicago. 














j of Jackson, are the retiring president and 
| vice-president, respectively. Mr. Garra- 
way was re-elected secretary. 

Decision was reached to hold monthly 
| meetings, 

Addresses by prominent members of 
| the organization also featured the gath- 
| ering. 


J. W. THOMPSON IS APPOINTED 





North American Reinsurance of New 
York Secures Services of Prominent 
British Actuary 





NEW YORK, Dec. 24.—Vice-Pres- 
ident aArtnur Coburn of the North 
American Reinsurance of this city an- 
nounces the appointment of J. W. 
Thompson as its actuary. Mr Thomp- 
son is a fellow of the Faculty of Ac- 
tuaries in Scotland, an associate of the 
Institute of Actuaries of Great Britain 
and a fellow of the Royal Statistical So- 
ciety of London. For 11 years he was 
actuary for Scotland for the British 
government, being a colleague of Sir 
Alfred Watson, government actuary. 
Previously he was in the actuarial de- 
partment of the Scottish Life, where 
he was trained by Henry Moir, now 
president of the United States Life of 
this city. 











Our Agents Have 


A Wider Field— 


An Increased Opportunity 


Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 


Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 


for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 























COVER WHOLE NATION 


PLAN SECTIONAL MEETINGS 








Lincoln National Life Schedules Re- 
gional Agency Conferences to Be 
Held in Next Few Months 





The first annual sectional meeting of 
the Lincoln National Life will be held 
Jan. 13-15, with a three day meeting 
in Cleveland, O. Agents qualifying for 
the top clubs from Indiana, Ohio, Mich- 
igan, Pennsylvania, New Jersey, North 
Carolina, West Virginia and Tennessee 
will attend the Cleveland meeting. 

The second meeting will be held in 
Minneapolis Feb. 4-6 for agents from 
Minnesota, Wisconsin and North Da- 
kota. 

The third meeting will be in Omaha, 
Feb. 9-11 for agents from Iowa, IIli- 
nois, Nebraska, Oklahoma, Missouri 
and South Dakota. 

The fourth meeting will be in Salt 
Lake City Feb. 16-17 for agents from 
Utah, Montana, Washington and Ore- 
gon. 

California agents will assemble in Los 
Angeles Feb. 23-25 and the Texas lead- 
ers will be brought into San Antonio 
March 2-4. 


Aetna Life Extends Plant 


The Aetna Life and affiliated compan- 
ies have again extended their plant in 
Hartford by taking space in the new 
Judd building on Pearl street, adjoin- 
ing the old Phoenix Mutual Life build- 
ing where the Automobile is now lo- 
cated. The Judd _ building will house 
the automobile department, plate glass 
department and water damage depart- 
ments of the Aetna Casualty & Surety 
and the space vacated by those depart- 
ments will be taken over by the life di- 
vision of the Aetna Life. 


WTIC Now “On the Air” 


Station WTIC is now “on the air.” 
This is the radio broadcasting station 
of the Travelers. It received its gov- 
ernment license Dec. 17, and will oper- 
ate on a wave length of 349 meters. 


St. Paul Case Compromised 

The Travelers has settled by stipula- 
tion in court at St. Paul, Minn., the 
$45,000 suit brought by Mrs. W. D. 
Dwyer to collect on a policy carried by 
her late husband, a prominent attorney. 
The settlement was for $22,500. The 
widow contended that her husband died 
of burns while taking treatment for 
cancer. The company claimed that death 
was due to cancer and refused to pay. 


Mississippi Valley Notes 

Among the new subjects added to the 
list of courses offered by the extension 
division of the University of North Da- 
kota at Grand Forks is a course in prop- 
erty insurance and life insurance. 

R. A. Trubey of Fargo, imperial dicta- 
tor of the Chancellor Club, a funmaking 
society of the North Dakota Educational 
Association made up of men connected 
with education in the state, will preside 
at the banquet of the organization to be 
held in Fargo. 


Some Don'ts as to 
Naming Beneficiary 


HE Equitable of New York gives 
the following advice in regard to the 
beneficiary: 

“Heirs” and “legal heirs” are technical 
terms relating to real estate law. They 
should never enter into a life insurance 
contract. The appropriate term for use 
in connection with life insurance tran- 
sactions is “my executors, administrators 
or assigns.” 

“Policies should not be made payable 
to a guardian for a minor beneficiary 
even though such guardian has already 
been appointed. The policy should be 
made payable to the minor beneficiary. 
In the event of the death of the insured 
during the minority of the beneficiary 
payment will be made to the legally 
appointed guardian.” 
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Meeting the Standardized Sales 
Resistance Invariably Put Up by 
Prospect Is a Matter of Course 


FRED LAWTON, general agent of 
the Connecticut Mutual Life at De- 

*troit, in a recent address gave some 
very valuable suggestions for maintain- 
ing a high standard of production 
Among others, he urged that insurance 
salesmen hold application showers tor 
their wives now and then, as well as for 
officials of their companies. Extracts 
irom Mr. Lawton’s address follow: 

“I think as life insurance salesmen we 
will agree that one of our American 
taults is lack of steadiness in carrying 
through a set program of life. We have 
so Many enthusiastic starters in the 
battle of life and so few finishers. 
he old men in the Wayne county poor- 
house tell me very clearly where they 
started their bank accounts, but not 
one can describe a bank which holds any 
of his funds at the present time. Upon 
leaving my position juvenile court 
probation officer ten years ago I insured 


good 


as 


six boys. Four of them still carry their 
policies. These boys were unsteady, but 
the steadiness woven into the moral 


farbric of their lives by this great stand- 
ardized method of depositing savings has 
benefited their lives beyond estimation. 


Steadiness Is a Quality 
That Is Most Valuable 


“Steadiness is a great quality 
an asset we all want in our lives. It is 
the toundation of permanent success in 
the life insurance business. If you don't 
possess this quality to some extent it is 
useless to talk to you about standardiza- 
tion methods because we would be try- 
ing to build upon unsolid ground. To 
keep from drifting we must have an 
anchor, and that anchor must be some 
great big fundamental ideal to which we 
can tie up our devotion. There must be 
something great in the background of 
our lives round which our devotion can 
entwine—something that we love almost 
more. than life itself. I have my ideal 
of devotion; you have yours. In every 
life there is someone or the memory of 
someone, the thought of whom makes 
that life be better and do better. If a 
man loves his mother enough he will 
perform superhuman feats rather than 
see her suffer. If a man loves his wife 
enough, the inspiration of that love will 
lead him to bring to her the happiness 
and comfort which she richly de- 
serves. 


and it is 


sO 


Application Showers for 
Families Are Needed 


“I often wondered why it is that so 
few application showers are given for 
the wife and children. Salesmen of all 
companies break all records in honor of 
the president of the company. A shower 
of applications on the company anniver- 
sary is always popular. Loyal men and 
women often get together on production 
to do honor to a general agent or to 
policyholders’ month. Let me say very 
strongly that the sun of success will rise 
on the horizon of any salesman when he 
comes to feel the same about his own 
wife as he does about someone of some- 
thing outside his family. 

“Let me say again that this great in- 
spiring ideal in your lives, whatever it 
is, is the foundation of permanent suc- 


cess. If you have this you have the 
rock upon which to build up standard- 
ization methods which will harness you 
up to a successful life program. 





“Now whether your ideal is mother 
wife, sweetheart, a new home, bank ac- 
count, service to mankind or whatever 
it is I know that it will form the basis 
of a greater success than you have ever 
experienced, providing you will take 
the fullest inspiration from it. If you 
will allow yourself to be completely 
captivated by this ideal you will find 
yourself in possession of a power never 
before known to you. The next step 1s, 
to harness this power to some perma- 
nent standardized method of vo some 
plan which in itself is perm t It 
doesn't make so much iisane what 
the plan is as long as it is your plan and 








a plan which has the quality ot perma- | 


nency., 


Agent Needs System 
Such as He Gives Prospect 


“When we write a 
ment policy tor 
up to a systematic, 
plan of life, and if we are good persua 
sive servants we prevent him in atter 

irom breaking this harness by 
‘kicking over the traces.’ He ily 
tied up to a program of life but to a 
service which keeps him steady 
the path of life toward his later years 
Now since we believe in this method for 
the policyholder, why not insist on 

elptul h 1 I 
lives: 

“| have never seen a 
ability fail in the hte 
provided he had harnessed 
to a definite systematic 
plan to which he devoted 
keynote of the whole 
devotion the whole 


mighty sad 


long 
aman we ri 
1utomatic, definite 





years 


Is Not ¢ 


] , 
aiong 


this 





arness 


man or any 
insurance 
himselt 
standardi 
Devo- 
situa- 
idea 
joke in 


was 
tion is the 
tior Without 
joke, and a 
many cases. Being devoted to a stand- 
ardized plan means caring whether or 
not the plan is steadily and permanently 
carried through. If you care just for 
a week or a month, the whole process 
defeats itself. Certain, permanent suc- 
depends absolutely upon a des- 
perate, deep seated devotion which 
scorns all obstacles Possessed of the 
great inspiring ideal which I will call 
power harnessed up to this devotion to 
a standardized plan, your car can take to 
the open road at any speed with pertect 
satety. 


Consecutive Weekly 
Production Helpful 


“The most helpful plan I have ever 
known is consecutive weekly production. 
This is a contract made between your- 
self and your conscience. It is a con- 
tract that always spells certain, per- 
manent success if you are sincerely de- 
voted to it. It is a contract that will 
never be allowed to lapse as long as you 
are willing to pay the premium of the 
will power and _ self-discipline which 
means hard work. If you become a de- 
voted weekly producer you are like the 
railroad train in that you have power, 
you are on the track and you are going 
somewhere! And if you hitch up to 
this great helpful standardized plan of 


Is a 


cess 





producing at least one application a 
week, don’t do two things. Don’t trifle 
with the idea and don’t hold over any 
application to count next week that you 
can possibly count this week, because if 
you do you are using the plan as a 
cushion instead of as a helptul driving 
power. The gratification you receive 
trom this simple standardized harness 
which enables you to taste blood regu- 
larly will be beyond your fondest 
dreams. I know, for my dreams are 
coming true, and all because of consecu- 
tive weekly production. 


‘Let me add that your great inspira- | 


tion harnessed to devotion to a stand- 
ardized plan will make early rising and 
daily planning as natural and necessary 








as are details in any business, and let 
me say m« re strongly that loud talk and 
promises about daily checking and 
planning, great plans for regular daily 
calls are as fickle as ripples on the 
water without this inspired and har 
nessed devotion. 
Some Very Effective 

Plans Are Suggested 

“Any plan to last through the years 
ust have permanenc and this is my 
eason tor ¢ ittention at this time 
t the wonc solidity of the baby 
letter plat can’t go wrong upon 
plan, this year or next, which depends 
r its success upon babies being born 
You can pick them intelligently trom 
any section of a city, and in each oft 
these homes you will find a proud tather 
ind a devoted mother You will find 
every father wanting to further protect 
this addition to his family even more 
natuarally than he would want to place 
fire protection upon a new addition t 
his hom lf vou wish anything more 
favorable than this situation, I will tell 

1 shortly just what to say to daddy 
ter h has presented you with a 

rthday’ cigar 

Another pe inent plan suggested 
or your inspired devotion ts based upon 
people getting married No plan you 
could choose could be more permanen 
for a harness than the following up ol 
a standardized honeymoon letter. Few 
things could be more permanent thar 


; > tr 
the tollowing up of a standardized k 


who mor 





] y y h r } , n 
Oo people tgage their homes and 


“If any one of you decided to de 
yourself to the 

tion of policies tor $5, 
spired to go out and 
people about this policy 
at the end of any year iad 
probably 25 policies for this amount on 
the books of your agency. You would 
have perhaps 10 policies for $10,400 and 
maybe 20 policies for $2,600 or lesser 
amounts, not mentioning the big one 
that comes occasionally as a surprise 
Such a production won't come at the 
snap of the fingers but it will come 
in the determined snap of the jaw which 
is found in company with a do die 


spirit 


Offers an Example 
of Sales Resistance 


“At the risk of straying away slightly 
from my subject I intend to show you 
seekers after a permanent working plan 
how to actualy close business—how to 
actualy standardize an interview. 

“You have mailed a baby letter to a 
home containing a tender mother, a nurs- 
ing baby and a proud father. You have 
called at the home and you have been 
admitted because the proud standardized 


ntelligent distribu 
200; if vou felt in 
tell the proper 
you would tf 
that you 


or 





father wants to show you the new stand- 


ardized baby, and also the new scrap 
book in which is pasted baby’s first 
letter fter receiving the standarized 


cigar you sit down and listen to all the 


standardized reasons why the proud 
father wants to take a policy for the 
new baby He wants to and certainly 


will take a policy later but right now the 
standardized bills are awful. The doctor 
must be paid, a baby buggy is needed 
and the standardized coal bill is still 
hanging on spindle. Now this; is 
the proud standardized sales 
talk to you expects to see you 
register « But you don’t, be- 


the 
father's 
and he 


{ ssion 
cpr i 


cause everything that has happened is 
erfectly standardized and natural and 
to be expected The fever has run its 
course on the standardized chart and 
t is now time for the patient to start 
we ing well 

Smile and agree with everything he 
as said because he is a standardized 
proud daddy who sincerely wants a 





policy for a wonderful baby, but the im- 





mediate bills prevent him from doing it 
ight now 

Let your eyes light up—become an 
inspired leader for just two minutes and 
say this, ‘What you say is Ng vey! true. 


ur exact situation but years of 





experience have shown my company that 
large life insurance deposits are hard to 
make just at the time baby arrives and 
s nticipating the position you are in, 
is gone Out of its way to give you 
st the exact policy which fits your 
eds and the needs « every father of a 
ew baby 


Specially Adapted Plan 
Will Arouse Interest 
If you are enthusia enough just 
er he has recited his troubles there ts 
bability that the father who 


stic 


wants s policy will take it just be- 
cause it is specially fitted to his situa- 
t We are all standardized in that 
ve are attracted toward that which ex- 
tly fits our needs, especially where 
there is a reduction on the price tag to 
fit a temporarily embarrassed purse. 
‘We expect objections from the pros- 
pect He enjoys telling us his troubles 
und we should let the fever run its 
course. We can’t dam a torrent even 
though we feel like it. What the pros- 
pect says at this time doesn’t matter. 


Che only thing that matters is the effect 


it has on you. 

“I will not attempt to go on with this 
sales talk, because beginning at this 
point it is every man for himself. Right 


h you must be interesting or you are 
through. Standardization is temporarily 
forgotten while you use all your pep, 
punch and personality to make life in- 
surance compete with the material de- 
sires which satisfy his immediate appe- 
tites. I wish you success in this part of 
the interview, but when you have told 
the interesting story and it comes time 
to lead him to a close I have another 
standardized suggestion or two to make. 

“Consciously or unconsciously the 
prospect is afraid of the medical exam- 
ination. Secondly, he is afraid of after- 
death thoughts. Thirdly, he is afraid 
of signing the application. 

“There are three perfectly natural and 
standardized methods of handling these 
three fears, but we must be careful in 
this ‘leading process’ not to jerk the rein 
too violeutly. We must let the prospect 
look at that which frightens h'm, and 
thereby weaken his sales resistance. 

“To counteract the fear of the medical 
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| examination, the name of the medical 
| examiner should be brought into the 
| conversation in a natural, easy manner— 
| If you should take a policy it would be 
| necessary to see Dr. Davies, one of the 
| finest examiners in Detroit—what a fine 
| fellow he is—what fine service he gives 
—that he doesn’t embarrass the applicant 


For a General Agency proposition in Missouri, | in any way—that he will go anywhere to 
: * make the examination to suit the con- 
Minnesota or South Dakota, with a Company venience of the applicant—that his ex- 
which gives real service to its Agency force, | perience enables him to complete the 
| examination quickly with little incon- 


and under direct Home Office connection. | venience to anybody. 
What the Insurance Checks 


° » + | Show the Prospect 
Des Moines Life and Annuity Co. | “In an easy natural manner the fear 


« 9 | of after death thoughts can be removed 
The Company of Co-operation | by casually showing the following 

a a - = . checks. The first is made out to Mrs. 

DES MOINES IOWA John Jones for $930 which is the excess 
in cash over the $9070 policy which 
| guarantees $50 monthly to the bene- 
| ficiary for 20 years. The second is a 
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50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 

















Once a Policy- 
holder—Always 
a Prospect. 


The 
Policyholders’ 
Company 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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ROCKFORD LIFE 


For direct contract with Company, write to 























FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 





























check to Mr. John Jones for $50 dated 
Someday and signed by Monthly In- 
come for Life. The third is dated Some- 
day Maybe and is made to John Jones 
in the amount of $100 and signed Dis- 
ability Monthly Income. The fourth is 
made to Mrs. John Jones in the amount 
of $100 and signed Double Indemnity 
Income, and the fifth is made to Mr. and 
Mrs. John Jones for $10,000 and signed 
Old Age Fund. 

“The fear of the application is coun- 
teracted at this point by quietly produc- 
ing the application in order to show the 
prospect certain questions which should 
be answered in order to determine 
whether it would be wise to go further 
in soliciting the application. This ac- 
tion is perfectly normal and proper and 
it brings the prospect nearer to the time 
when he says ‘Oh well, go ahead.’ 

“Now here is just what has happened. 
These three great fears have been antic- 
ipated, the prospect's mind has been led 
along the path which has counteracted 
the tears, the medical examiner is now 
a man he wants to meet, the monthly 
checks after death look good to him, the 
application is right in front of him, and 
if he is wise he takes the pen and writes 
his name where it belongs, thereby prov- 
ing himself a better husband and father.” 


Probate Judge Po e Points 
Need of Life Insurance 


UDGE C. W. Holtkamp of the pro- 

bate court of St. Louis is a staunch ad- 
vocate of adequate life insurance pro- 
tection. He reached his conclusions be- 
cause of his long experience as judge 
of the probate court where he came in 
contact with the experiences of widows 
and orphans of good fellows, and sup- 
posed well-fixed business men who failed 
to provide proper insurance safeguards 
for their loved ones. He said: 

“My experience in the probate court 
taught me that life insurance is the most 
valuable asset that a man can leave, 
provided he leaves it in the right way. 
I think that some of the most pitiful 
cases that come under my observation 
are instances in which a goodly sum of 
life insurance has been left to the wife 
and family, and which in an incredibly 
short time is entirely gone, 

“Il had a lady come into the court a 
short time ago who said: ‘Judge Holt- 
kamp, I know that this is none of your 
business, but I have come to you be- 
cause you were so good to me during 
the time that my husband’s estate was 
being administered; 1 want to tell you 
that my husband left me $5,000 of life 
insurance and I have been very, very 
careful about that money, but I have 
arrived at the time when I feel I must 
do something to protect that money 
against myself, for fear I might be 
over- persuaded to invest and lose it. 

“She then went on to tell me about 
a friend of hers who got several thou- 
sand dollars of life insurance when her 
husband died. She took care of it for a 
long time and along came a man and 
married her. Shortly after they were 
married he had an ‘absolutely permanent 
investment’ for her money. He got the 
money and it was a permanent invest 
ment for her—she never saw it again. 

“I answered her in this way: ‘I sug- 
gest that you go to some life insurance 
company, any one of them, and see if you 
can place this money in such a way that 
you will be secure for years to come. If 
you can not do this, then put your money 
in trust, execute a trust so that you can 
only get it under certain conditions.’ 

“It is pitiful to see the number of es- 
tates that come through the court in 
which the insurance money is taken to 
pav the debts to save the husband’s 
name. I have no use for the man who 
disregards his family and takes out life 
insurance solely for his estate in order 
to protect his business in the event of 
his death. He should consider the wife 
before the creditors. The creditor is 
a business man and he takes the chance 
—it is a business proposition with him. 
It ought not to be the widow who takes 
the chance.” 


The Regiater Life of Iowa has been 
licensed in Nebraska. 

















STATE. LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 


PROGRESSIVE 





CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 














LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 
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TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 
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We may have just what you are looking 
for. Why not get in touch with us? 


| CENTRAL STATES LIFE 


INSURANCE COMPANY 
SAINT LOUIS 














All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencice 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
Califernia 33 3 33 33 















































ARE 


SURE 15 ! anp YOU 


THE DUTY BEGINS INTERESTED 
*) WITH HIS HOME. 
ap cea n cd FULLY PROTECTED 


DUTY 1S TO HIS 
COUNTRY ' 


By LIFE INSURANCE 





























HOMES UNPROTECTED MEAN A COUNTRY UNPREPARED 


ILLINOIS MANAGERS WANTED 


At Bloomington — Freeport — 
Elgin — Peoria -- 
Also some fine General Agency openings in 
Eastern IOWA and Eastern MISSOURI 





LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


FSRESERVE LOAN LIFE 


INSURANCE.COMPANY 
INDIANAPOLIS, INDIANA. - 














